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Board Supports New Committee 100% 
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Schriver Traces 
Growth Of NALU 


Through 68 Years 


Managing Director’s Report 
Shows Accelerating Rise 
In Locals And Membership 


Managing Director Lester O. 
Schriver, in his report to the 
meeting of the NALU national 
council Tuesday at Dallas, cov- 
ered not only the past year of 
NALU’s history but all the pre- 
vious years, dramatically recount- 
ing the accelerating rate of pro- 
gress of the national association 
from its beginning in 1890 at Bos- 
ton with representation from 17 
local units. 


For four consecutive years I 
have broneht you what purported 
to be a report of 
the activities of 
the association 
for the year pre- 
ceding. Today I 
would like to 
bring into focus 
the heritage 
which brings us 
together on this 
ninth day of 
September, 1958. 

As your committees report, you 
will be told that everything is big- 
ger and better than it has been in 
past years. Perhaps we have fallen 
victim of a malady, the symptoms 
of which would seem to indicate 
that progress can always be mea- 
sured by statistics. Whether or not 
statistics may be a valid measur- 
ing stick of progress, I choose to- 
day to measure our achievements 
m terms of philosophy, purpose, 
character, ideals, and quality of 
leadership over the years. 

In the final analysis, I would 
not know how to measure achieve- 
ment except as we keep in align- 
ment with the best traditions of 
the past. 

Among our most priceless pos- 


sessions is a complete record of 
(CONTINUED ON PAGE 51) 
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ALBERT C. ADAMS 
JOHN HANCOCK, PHILADELPHIA 


President Adams Reports 
To The National Council 


President Albert C. Adams of 
NALU gave his report at the na- 
tional council meeting Tuesday 
morning, reviewing the events of 
his year in office and voicing some 
hopes and suggestions for the fu- 
ture. He touched briefly and ob- 
jectively on the NALU headquar- 
ters building project and the en- 
masse resignation of the building 
committee in July following a 


meeting of the board of trustees 
with the committee. Following is 
Mr. Adams’ national council report. 


It is a pleasure to meet here in 
Texas and to be the beneficiaries of 
its famous hospitality. The many 
contributions that Texans have 
made to life insurance and our as- 
sociation are more understandable 

(CONTINUED ON PAGE 8) 


NALU Trustees Get 
More Information 
On Building Deal 


Quitting Site Wont Irk 
Congressmen Who Helped, 
Oren Pritchard Reports 


By ROBERT B. MITCHELL 


In one of its first actions of the 
annual convention in Dallas, the 


National Assn. of Life Under- 
writers board of trustees voted 
unanimous support to the new 


building committee which was ap- 
pointed after the former commit- 
tee resigned in July rather than 
accept what it considered unjusti- 
fied curbs on its powers. 

The board at its Sunday session 
spent about two hours on the new 
building. There was considerable 
questioning of the committee by 
the board members, but it was all 
reported to be harmonious. 

However, harmony-lovers took 
the reports of the board’s sup- 
port of the new building commit- 
tee as meaning that the three trus- 
tees who voted against the decis- 
ion to sell the C street site to the 
government and find another loca- 
tion had changed their minds. 


Voted For ‘Nice Guys’ 


Queried by The National Under- 
writer reporter, one of the three 
said his action in giving the new 
building committee a vote of con- 
fidence was just that they were 
nice guys doing a good job and 
his vote should not be interpreted 
as a change of heart as far as the 
board’s 14-3 decision to sell the 
C street site was concerned. 

Regardless of the unchanged at- 
titude of the three dissenting 
members of the board, it was evi- 
dent that a deep impression was 
made on the board by Oren Pritch- 
ard, Union Central, Indianapolis, 
NALU vice-president, who re- 
ported on his talks with Rep. 
Halleck, House minority leader, 
and Rep. Thomas of the appropria- 

(CONTINUED ON NEXT PAGE) 
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tions committee. Rep. Thomas 
three years ago shepherded the 
legislation that NALU needed to 
further its building site acquisi- 
tion. 

Objectors to giving up the 
street site have argued that to do 
so would be breaking faith with 
those in Congress and_ other 
branches of the government who 
helped expedite the progress of 
the building project. But, said Mr. 
Pritchard, both Rep. Halleck and 
Rep. Thomas had assured him 
that NALU should feel no com- 
punction about pulling out of the 
C street location across from the 
state department’s new building. 
In fact, their advice was if the 
General Services Administration 
objects to having NALU in that 
location it would be just as well if 
the association got out. 

Eruption Still Pending 

At press time, the question of 
whether there would be an erup- 
tion in the National Council Tues- 
day still hung in the balance. If 
the Kansas City association went 
ahead with its projected resolu- 
tion, it seemed obvious that there 
would be some fireworks. This 
resolution, in its original form, 
asked the National Council to dis- 
agree with the board’s decision to 
give up the C street site and to 
urge the board to go ahead with 
the building project as had been 
planned up to the time the board 
held its special meeting last July 
with the former building commit- 
tee—the meeting that culminated 
in the committee’s unanimous res- 
ignation. 


Pamphlet Is Prepared 


Also still undecided at press 
time was whether the former com- 
mittee, headed by Charles E. Clee- 
ton, general agent of Occidental 
Life of California at Los Angeles, 
and a past president of NALU, 
would distribute a pamphlet it had 
prepared setting forth its position 
and the background of events, in 
case anyone should ask for an ex- 
planation of its resignation or any 
other phase of the matter. ‘ 

Except for the building project, 
there appears to be little division 
of opinion at this NALU conven- 
tion. The Texas enthusiasm and 
optimism are contagious. There is 
little disposition to get grim-vis- 
aged about problems or take a de- 
featist attitude. Even the NALU 
headquarters building hassle 
seems less solemn in the prevail- 
ing atmosphere. If an association 
has to have a crisis, this is a good 
place to have it. 

Started Saturday For Some 


For some, the convention began 
as long ago as last Saturday. The 
NALU board of trustees started its 
all day deliberation at 9 a.m. Sat- 
urday. An hour later the directors 
of the American Society of CLU 
began their all day sessions. The 
NALU board lunched together in 
the Gold Room. 

Sunday there was a joint break- 

(CONTINUED ON PAGE 51) 
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Trangmar, Woodson 
On College Board: 
Keir Is Advanced 


Earl R. Trangmar, 3rd_vice- 
president of Metropolitan Life, 
and Benjamin N. Woodson, presi- 
dent of American General Life 
were elected to the board of trus- 
tees of American College at the 
annual meeting held during the 
NALU convention in Dallas. 

Jack C. Keir, who joined the 
CLU headquarters staff in 1955 as 
director of educational publications, 
was advanced to assistant dean 
from director of education services. 
He is among those receiving CLU 
designations this week. 

Elected to the board ex-officio 
as representatives of their respec- 
tive organizations were Richard 
N. Lewis, vice-president of Great 
National Life and president of Life 
Underwriter Training Council; 
Robert L. Woods, general agent of 
Massachusetts Mutual at Los An- 
geles and Ist vice-president of 
American Society of CLU; and 
Frank B. Maher, vice-president of 
John Hancock and president of 
LIAMA. 

Life dailies either day with cut 
of Zimmerman from file 


Suzanne Audet New 
Head Of WLRT 


Suzanne Audet, agent in Que- 
bec, Can., for Prudential of Eng- 
land, was elected as chairman of 
the Women Leaders Round Table 
of National Assn. of Life Under- 
writers. Others chosen in WLRT 
elections are: 

Vice-chairman—Florence Axel- 
son, State Mutual Life, Minneapol- 
is. 

3oard members—Helen Tall, 
New England Life, Towson, Md., 
and Grace C. Ross, New York Life, 
Brooklyn. 

Miss Audet, a CLU, is also a 
member of the Million Dollar 
Round Table and has won the na- 
tional quality award for 10 years. 

She succeeds Margaret Vogel- 
sang (Connecticut Mutual) of 
Manitowoc, Wis. 


i, 


Directors of the Southern Meth- 
odist University and Purdue life 
insurance courses, respectively: 
Charles E. Gaines and Hal L. Nutt, 
chatting at the NALU annual 
meeting in‘ Dallas. 





74,280 In NALU 


William E. North, New York 
Life, Evanston, Ill. NALU 
trustee and chairman of the 
membership committee, an- 
nounced at the National Council 
meeting Tuesday that as of Sept. 
8 the membership stood at 74,- 
280, a new record. 











Gastil Heads GAMC, 
Elected In Dallas 


Walter Gastil, Connecticut Gen- 
eral, Los Angeles, was advanced 
from vice-chair- 
man to. chair- 3 
man of General 
Agents & Man- 
agers Conference 
of NALU at the 
annual meeting 
in Dallas. 

He succeeds 
L. ¥.. Seeeey, 
Sun Life of Can- 
ada, Philadel- 
phia, who re- 
mains on the 
board as immediate past president. 

Leonard T. Smith, Prudential, 
Cranston, R. I., was re-elected vice- 
chairman and Coy G. Eklund, 
Equitable Society, Detroit, was ad- 
vanced from secretary to vice- 
chairman. Succeeding him is Rob- 
ert B. Pitcher, John MHancock, 
Boston. 

Darrell D. Eichoff, Metropolitan 
Life, Rock Hill, Mo., was re-elect- 
ed to the board. New members of 
the board are Kendrick Hawkes, 
Mutual of New York, Seattle; Mil- 
ton Asfahl, Equitable of Iowa, Ok- 
lahoma City; Hastings A. Smith, 
New England Life, Indianapolis, 
and L. Kent Babcock, Aetna Life, 
Philadelphia. 


Walter Gastil 


Host For Berkshire Life 


Samuel Wolfson, general agent 
of Berkshire Life at New York, is 
on hand to represent the company 
and to organize a dinner for its field 
men, in the absence of home office 
representatives. 


The “Red 
Rug” committee 
took care of wel- 
coming the wom- 
en guests at the 
NALU meeting 
in Dallas. On du- 
ty when this pic- 
ture was taken 
were Florence 
Lorf, Penn Mu- 
tual, Detroit; - 
Ann Bickerton, 
NALU director 
of field service, 
and Helen V. 
McCoy, State 
Mutual, Detroit. 


Ist Dy Ist 


Committee Of Trug 
Officers Now For | 
4-Committee Merge 


The committee for relat 
with trust officers, headed by Pg 
Conway, John Hancock, Syrae 
has reversed the position expres 
in the final paragraph of its pr 
convention draft report and no 
favors an overall committee deg 
ing with matters now covered 
itself, the committee on relatiog 
with attorneys, the committee @ 
relations with accountants, and th 
estate planning committee. @ 

Mr. Conway made the ap 
nouncement in presenting fis 
committee’s report at the Nation 
Council meeting Tuesday. 7 
viously the committee’s positig 
had been, as expressed in the dr 
report: “That this committee fg 
be absorbed into any committee gp 
estate planning by whatever name 
it might be called and that no ad¢ 
itional committees be established 
to work in this field where this 
committee has been so successful 
over the past few decades.” é 


Nominators Chosen 
For 1959 Election — 


The 1959 nominating commit 
tee elected at the Tuesday session 
of the NALU National Council in 
Dallas, includes the following: ~ 

Agents—Nell F. Burns, New 
England Life, Birmingham, and 
it might be called and that no ad 
Gordon V. Hockaday, Equitab 
Society, Spokane; general agent 
or managers—Philip A. Hocke 
Kansas City Life, Orlando, Fig 
and Frank W. Howland, Masse 
chusetts Mutual, Detroit; agen 
with previous nominating commit 
tee experience—Edward L. Allison 
Northwestern Mutual, Tulsa. © 


Here From Minnesota Mutual_ 
The home office of Minnes6t 
Mutual is represented at the efi 
vention by Harold J. Cumming 
president; Herbert Elston, 
president in charge of sales, ail 
W. J. Hadlich, superintendent’ 
sales. . 
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In Camera Eye At Dallas Meeting , 


William H. Andrews Jr., left, Jefferson Standard, Greensboro, N. C., 
C. P. Schnabel, Jefferson Standard, San Antonio, and H. Cochran Fish- 
er, Aetna Life, Washington, D. C., snapped at the NALU convention 


Ist Day 


Planning for the brunch and style show at the Neiman-Marcus spe 
cialty store, an event for the women attending the NALU ann 
meeting in Dallas: From left, Mrs. E.D. Speer, president of the Dallg 
Life Underwriters Assn. Auxiliary; Miss Ann Randall, fashion ad. 
viser and style show commentator of Neiman-Marcus; Mrs. D. G. Lig. 
gett, general chairman of the auxiliary’s convention committee, ag 





> ‘ CO! Mrs. J. G. Thompson, who has charge of public relations for the aux 
at Dallas. Mr. Schnabel is Texas chairman of the NALU building fund. _ jjjary. : 
As of Aug, 29 Texas led the country with 422 “charter builders”—per- 


sons who had contributed $100 or more to the proposed headquarters 
building. 


Putting out a 
CLU news re- 
lease during the 
NALU annual 
meeting at Dal- 
las: Howard D. 
Shaw, director of 
public relations 
for American So- 
ciety of CLU 
and American 
College, and 
Miss Marie De- 
George, editorial 


secretary. Distinguished Canadians at the 


annual meeting of NALU in Dal 
las; Suzanne Audet, Prudential of 
England, Quebec, new chairman 
of the Women’s Leaders Round 
Table, and C. A. (Pete) Potter, 
Manufacturers Life, New Glasgow, 
Nova Scotia, president of the Life 
Underwriters Assn. of Canada. 


Dr. S. S. Huebner, right, presi- 
dent emeritus of American College, 
just after arriving at the Statler 
Hilton Hotel for the annual meet- 
ing of NALU. With him is a New 
York City CLU, Jack Garfunkel 
of Mutual Benefit Life. 


R. Edwin 

Wood, Phoenix 

Mutual, San 

Francisco, candi- 

date for NALU 

trustee, pins a 

campaign button 

on Hunter Ham- 

mill, Phoenix 

Mutual, Phila- 

delphia, at the 

NALU annual 

At the start of the GAMC board meeting during the NALU con- — — 
vention in Dallas: Walter Gastil, Connecticut General, Los Angeles 
(left), vice-chairman and incoming chairman; L. V. Drury, Sun Life 
of Canada, Detroit, the outgoing chairman, and Leonard T. Smith, 

Prudential, Cranston, R. I., vice-chairman. 
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1st Day Ist Day 


A brand 
That's Always 
Welcome in 


Texas 








Texas is in the habit of doing things in a big way, 
so it’s natural to proudly receive the big men 
of the insurance industry . . . the members of 


the National Association of Life Underwriters. 
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‘ be Welcome to Texas... the home of 
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f the Life 


mi: AMERICAN NATIONAL INSURANCE COMPANY 


WITH 3 FIELD ORGANIZATIONS SERVING THE NATION 





Nearly 6,000 representatives comprise the serve the public with outstandingly competi- 
ANICO field organizations . . . the Com- _ tive life and health insurance designed to fit 








wrens 


bination Division for sale of Industrial and 
Ordinary, the Ordinary Division and the 
A & H Division. Operating out of 400 branches 
in 40 states, the District of Columbia, Alaska, 


Hawaii and Puerto Rico, these representatives 


every personal protection need. Their accom- 
plishments are readily testified to by ANICO’s 
insurance in force . . . over Four and 14rd 
Billions in force in slightly more than one 
half century of operation. 


ANICO ... AMERICAN NATIONAL INSURANCE COMPANY 


Home Office, Galveston, Texas 
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NALU Grass-Roots 
Moves Against OASI 
Bogged By Apathy 


Except for a “relative handful” 
of associations in scattered states 
and cities, NALU efforts to get 
members to see their senators and 
representatives about voting 
against social security liberaliza- 
tions were “seemingly greeted 
with a giant tidal wave of com- 
plete apathy,” according to the 
pre-convention draft of the social 
{security committee of NALU, 
headed by R. Edwin Wood, Phoe- 
nix Mutual, San Francisco. 

Following is an abridged version 
of the pre-convention draft: 


It should be noted that on July 
1l—almost three weeks before 
HR 13549 was voted on by the 
House of Representatives—our 
chairman sent to all state and local 
presidents and executive secretar- 
ies an urgent bulletin calling at- 
tention to the fact that a social 
security bill was imminent. 

The bulletin called upon state 
and local presidents to write or 
wire their own representatives in 
Congress immediately and to urge 
them to oppose any new social se- 
curity legislation. The bulletin al- 
so asked state and local presidents 
to get as many individual mem- 
bers of their associations as pos- 
sible to send similar letters or 
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wires. It also requested that copies 
of all such communications be 
sent to NALU headquarters in 
Washington. 

Our chairman and general coun- 
sel Dunaway report that so far as 
they are able to determine (on the 
basis of copies of wires and letters 
received at headquarters), the re- 
sponse to this call for “grass roots”’ 
help was little short of dismal. 
They report that a relative hand- 
ful of associations in scattered 
states and cities apparently made 
a remarkably prompt, conscien- 
tious and all-out effort to get their 
members to contact their repre- 
sentatives. In the vast majority of 
cases, however, our chairman’s 
bulletin was seemingly greeted 
with a giant tidal wave of com- 
plete apathy. 

Apathy Incomprehensible 


Considering the great potential 
strength possessed by our 73,000 


members and the grave threat 
that the ever-expanding OASI 


program poses to both our coun- 
try and our business, we cannot 
understand why so many of our 
members are apparently quite con- 
tent to sit on their hands and “let 
George do it.” Certainly a vast in- 
crease in the amount of interest 
and support at the grass roots level 
is a must if NALU is to have the 
slightest hope of helping to hold 
the OASI program within the 
bounds of reason and solvency. 

As of the date on which this re- 

(CONTINUED ON PAGE 40) 
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Excitement Over 
National Bank Agents 
Held Unwarranted 


After a factual review of the 
technical amendments act, the 
status of expenses of debit sales- 
men, and the Keogh bill, the report 
of the federal law and legislation 
committee of NALU commented 
on a feature of the small business 
tax revision bill of 1958, the furor 
over national banks as insurance 
agents and the proposed railroad 
retirement act amendment. Fol- 
lowing is the portion of the pre- 
convention draft of the committee 
report that deals with the latter 
three matters. The committee is 
headed by John Z. Schneider, 
Connecticut General Life, Balti- 
more. 


The small business tax revision 
bill of 1958 (HR 13382) was passed 
by the House of Representatives 
fairly late in the session. 

The only reason why we are 
mentioning this bill in our report 
is that it contains a_ provision 
which allows the estate tax on an 
estate consisting largely of an 
interest in a closely held business 
to be paid in installments (with 
interest) over a 10-year period. 
This provision will undoubtedly 
be conducive to the preservation 
of many small business enterprises 


Ist Day 


which might otherwise have to be 
liquidated or soid at the death of 
their owners. 


However, it is our opinion that 


this same desirable result can be 
better achieved (since the repeal 
of the premium payment test) 
through the medium of lifetime 
gifts of life insurance by an in- 
sured small businessman to his 
heirs. 

In this way, he can make certain 
that his heirs will receive ample 
funds outside his taxable estate to 
liquidate the estate tax liability 
immediately. Thus, the govern. 
ment will receive its tax in a lum 
sum and the heirs will not be faced 
with the prospect of paying off a 
10-year tax “mortgage” on _ the 
business. 


National Banks As Agents 


Commencing in July, our chair. 
man and headquarters staff began 
to receive a number of inquiries 
from the field about a provision in 
S. 1451 which would have permit- 
ted national banks in communities 
having a population of 5,000 or 
less to act as agents for life, fire 
and other types of insurance com- 
panies. 

Apparently these inquiries were 
stimulated by a somewhat alarm- 
ing speech made by Rep. Wright 
Patman of Texas, on the House 
floor on June 5, 1958. In this 
speech, Mr. Patman _ warned, 
among other things, that “the 

(CONTINUED ON PAGE 40) 








Yep! . .. for over four decades we've-been a part of the great state of 


Texas. Our roots are deep . . 


wishes for an outstanding convention in Dallas! 


California-Western States Life 
Insurance Company 


Home Office: Sacramento 


Texas Offices: Amarillo, Austin, Corpus Christi, Dallas, El Paso, 


. with over $100,000,000.00 of life insurance 
in force in the Lone Star State. So it is with pride and pleasure that we 
extend a hearty Texas-style greeting to our friends from .NALU! Best 
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Fort Worth, Houston, Lubbock, San Antonio. 
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Say, Herbert. . have you noticed 

how many of the very 
top producers are 
hanging their hats 


with the 


GO Company... 


Republic National Life 








! of Dallas 





The only way to Grow is Go ... with 


REPUBLIC NATIONAL LIFE INSURANCE COMPANY e DALLAS, TEXAS 


LIFE » ACCIDENT e SICKNESS © MEDICAL AND SURGICAL REIMBURSEMENT e@ HOSPITALIZATION 
GROUP e FRANCHISE e BROKERAGE e COMPLETE REINSURANCE FACILITIES 
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Oates Stresses Service 
Concept Of Agent's Job 


The competitive nature of the 
life insurance business assures the 
personal service given to policy- 
holders and the service given to 
the nation and the entire free world 
as a supplier of investment funds, 
but there are limits beyond which 
competition should not go, Presi- 
dent James F. Oates Jr. of Equi- 
table Society warned in his address 
at the Wednesday general session 
of the NALU convention in Dallas. 

“Healthy and fair competition 
is good in every industry,” he said. 
“But our responsibility to the pub- 
lic, to our policyholders and their 
beneficiaries, demands in addition 
that we avoid the adoption of un- 
sound practices and insurance 
procedures simply because we wish 
to avoid defeat by a reckless com- 
petitor in the market place. 

“I am not suggesting that there 
is not a place, an important place, 
for bargain term insurance protec- 
tion, large group insurance cover- 
age, industrial insurance, and a 


long list of legitimate contracts. I 
plead only against the ‘loss leader’ 
as creating an inequitable subsidy. 
I speak only against appealing ar- 
rangements which carry the seeds 
of abuse and therefore inevitable 
prospective condemnation. 

Appeals To ‘Pros’ 

“T appeal to you, as the pros of 
our great calling, never to betray 
your birthright under the pressure 
of reckless competition. Remember 
well that the one most essential 
characteristic of life insurance is 
its financial reliability.” 

Mr. Oates recalled that during 
the early days of the depression of 
many years general agent in Chi- 
the 1930s, his father, who was for 
cago for Northwestern Mutual, 
came home one day and said to 
him, “Jimmy, I could look every 
man I met on LaSalle street today 
right in the eye.” 

“This right to pride and confi- 
dence in financial reliability must 
never be compromised,” the speak- 


er continued. “As_ professionals, 
may I suggest that you can be 
proud to sell the best in the face of 
any type of competition, and that 
you can never afford to do other- 
wise.” 

It takes a big industry to do the 
job cut out for life insurance, Mr. 
Oates reminded his audience. 


Stresses Social Purpose 


“Our industry,” he said, “must 
be continuously conscious of the 
fundamental social purposes which 
we must serve painstakingly and 
effectively if we are to remain free 
from unnecessary regulatory con- 
trol, nationalization and socialism. 

“A. A. Berle Jr. recently wrote 
that 20th century capitalism will 
justify itself by not only its output 
of products but by its content of 
life values. Life insurance is, in 
my judgment, one of the finest 
flowers of 20th century capitalism 
because its function is not the 
predatory exploitation of human 
and natural resources but rather 
the service of deep and fundamen- 
tal human needs for protection and 
security as well as for the promo- 
tion of thrift and the nourishment 
of a free economy. 

“The large corporation is always 
subjected to control of a political 
nature. Where a business enter- 


Ist Day 


prise, by reason of its size and 
function, becomes essential to the 
public, then the enterprise becomes 
what our lawyer friends call ‘quasi. 
public’ and subject to regulation jg 
the public interest. This is what 
has happened to the life insurance 
business, and our __ institutions, 
yours and mine, will be prime 
targets for further investigation 
and enlarged regulation. 

“Our great duty and obligation, 
yes privilege, is to conduct the life 
insurance business, so as to con- 
serve the values, including freedom 
and flexibility of managerial ac. 
tions, to the optimum extent. We 
must ever play our parts to earn 
and deserve public confidence and 
respect. 

Real Aim Of Business 


“Let us not forget that the real 
aim and end of business, as well as 
government, is to develop and 
serve the dignity, welfare and vital 
importance of the individual hv- 
man being. This personal service 
role which the life underwriter 
performs in relation to his client 
is a great force supporting our 
profession. 

“The confidence they have in 
you as an individual human being 
looking out for their best interests 
is an essential ingredient to this 
relationship.” 





President Adams Reports To The National Council 


when we see the great spirit of en- 
thusiasm that is characteristic of 
Texas people. We are glad to be 
here and we appreciate all of the 
courtesies with which you have al- 
ready showered us. 

In making this report, I cannot 
go past the opening without pub- 
licly expressing my appreciation to 
the officers, past and present, and 
the members of the board who ac- 
cepted and kept speaking appoint- 
ments in my name. They carried 
NALU’s best wishes to the mem- 
ber associations across the country. 
They brought to you the life in- 
surance message as men experi- 
enced and well qualified for that 
job. 

Used NALU’s Film 


As announced in Detroit, this 
was the way I intended to operate. 
Other than those to company asso- 
ciation meetings, ALC, LIAMA, 
the Institute of Life Insurance, 
LIAA, the Canadian Assn. of Life 
Underwriters, the Life Insurers 
Conference and the National In- 
surance Assn., American College 
and LUTC, there were a few ex- 
ceptions. I took NALU’s social se- 
curity slide film project on the 
Pennsylvania state and Virginia 
sales caravans. I talked at the New 
Hampshire state association meet- 
ing because they had never had a 
national officer at any of their 
meetings, and, finally, I spoke at 
the annual meeting of my own as- 
sociation, Philadelphia. 


Much Time In Washington 


This gave me the opportunity to 
spend considerable time in Wash- 
ington and I took advantage of it. 


(CONTINUED FROM PAGE 1) 


I can emphatically say that you 
have a fine group of capable peo- 
ple on your payroll there. While 
your managing director was laid 
up with his acute attack which re- 
quired major surgery, from which 
you can all see he has made com- 
plete recovery, every activity 
moved forward and nothing of any 
importance was neglected. I saw 
this with my own eyes and I tell 
you it was because he has built 
what he has so often called a team 
for your service. 

It has been a good year associa- 
tion-wise. The membership is up 
sizeably and the opportunity this 
brings for influence for what is 
right is more than proportionate. 
It is needless to say to you that 
simultaneously this brings with it 
the sobering influence of respon- 
sibility. I have every confidence 
that this association will increas- 
ingly make itself heard and with 
an increasing degree of solidarity 
for the best interests of the insur- 
ance buying public. 


NALU Winning Respect 


We are winning respect within 
our industry and in legislative halls 
of the states and in Washington 
for the forthright positions we have 
taken on issues affecting our busi- 
ness. This is so because it is known 
that we have not sought selfish 
aims or special advantage for our- 
selves but have been concerned es- 
sentially with the welfare of our 
policyholders. We owe them no 
less than our best efforts to protect 
their life insurance from the in- 
roads of unjust or unfair taxation, 
toward helping to preserve the real 


value and integrity of the dollars 
our business has promised to pay 
to their beneficiaries in time of 
need. 

The worth of our association and 
its value to field men is attested by 
our continued growth. On June 30 
last we had 71,630 members, com- 
pared to 67,259 on June 30, 1957, 
and we have strong hope that our 
goal of 78,000 members by next 
Dec. 30 will be achieved. 


Committee’s Work Cited 


The far flung work of our com- 
mittees goes on without interrup- 
tion and with full vigor. Our chair- 
men, who have headed up these ac- 
tivities, will report to you and it 
would be unfitting for me to do 
anything other than to commend 
and thank them personally and in 
your hehalf for their efforts and 
achievements. Still I cannot refrain 
from mentioning a few highlights 
because they attest to the value of 
this association, to its members, 
the industry and our clients. 

Cites LUTC Record 

Some 15,437 life underwriters 
improved their ability to serve and 
increased their capacity to earn by 
completing either part I or part II 
of the courses of the Life Under- 
writer Training Council this year. 
Including the 4,859 who completed 
their second year, we now have an 
alumni of 21,240, all of whom are 
better life insurance men and wom- 
en because of the course of studies 
made available to them by NALU 
with the cooperation of the com- 
pany organizations. 

The CLU movement continues 
to grow, with a record 575 num- 


ber receiving the designation this 
year and a record 5,398 number 
pursuing the program for eventual 
attainment of the CLU designa- 
tion. The value of the CLU studies 
to the individual and to the entire | 
industry cannot be overestimated. 
CLU pointed the way to advanced 
life underwriting in its best forms 
and has contributed mightily to 
the expansion of our markets, our 
services and our usefulness to the 
community. The recently an- 
nounced improvements in the CLU 
study program attest its respon- 
siveness to the needs of our mem- 
bers and the public. 


Nearly 3,000 In MDRT 


The Million Dollar Round Table 
attained a record membership of 
nearly 3,000 and has carried on an 
extensive program. It has led the 
way into many new avenues of 
service to our policyholders and has 
enlarged our horizons and our mar- 
kets. It is a very real source of 
stimulation to the life underwriting 
fraternity and it has raised its own 
standards of membership qualifica- 
tions progressively as it has grown 
in stature and prestige. It is still 
another branch of the NALU tree 
of which we can all be proud. 

The national quality award is be 
coming more meaningful with each 
passing year and I am happy ™ 
note that a record number of 15,43! 
of our members qualified for the 
award this year. NALU has made 
a notable contribution by emphe 
sizing and recognizing quality ™ 
our work and _ achievements 
through the NQA. It shares with 


our other organizations the bent 
(CONTINUED ON PAGE 36) 
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NALU 
MEMBERS, 
HOWDY! 


SwL” Welcomes You 
to “BIG D” 


* DALLAS’ OLDEST — FOUNDED 1903 





2 DALLAS’ LARGEST IN ASSETS — 
MORE THAN $420 MILLION 


M4 ~ 4 i. 
IN PY 2% DALLAS’ LARGEST IN SURPLUS FUNDS — 
~.., 
lpntanen and MORE THAN $48 MILLION 
view Heart eae 
ii 2% DALLAS' LARGEST IN BENEFIT PAYMENTS 
TO POLICYOWNERS AND BENEFICIARIES — 
Ps MORE THAN $280 MILLION 


More Than $1,730,000,000 of Life Insurance in Force 


Now Operating 
in Texas, Arizona, New Mexico, 
Colorado, Oklahoma, Arkansas, and Louisiana 


Licenses pending in California, Kansas, and Missouri 


Southwestern Life ‘tour 


James Ralph Wood, President |Home Office, Dallas 


FAMILY PROTECTION e BUSINESS LIFE INSURANCE e ANNUITIES e PENSION PLANS e GROUP LIFE INSURANCE 
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Membership Committee Recommends 
Changes In Organization And Policies 


A four-point program of changes 
was recommended by the NALU 
membership committee, in its pre- 
convention report draft, as a means 
of continuing membership growth 
and quality. Following are the 
main points of the draft. The 
committee chairman is William E. 
North, New York Life, Evanston, 
Ill. 


The report of the membership 
committee is another dramatic 
story of NALU “wheelhorses” 
who accepted rugged assignments 
and who, after completing them 
superbly well, continued to go 
beyond to record even greater 
achievements. Almost everyone 


proved to be an all-star team mem- 
ber and we venture to believe 1958 
will see this “championship team” 
attain the 78,000 objective and set 


another all-time high NALU 
membership total. 

The national membership total 
on June 30, 1958, was 71,630; a 
year ago on June 30 it was 67,259. 
We had 1,500 more members on 
June 30, 1958, than we had at the 
opening of the national convention 
in Detroit last September. Thus, 
NALU continues to grow, by 
continuing the membership pace 
established in 1957, toward our 
1958 goal of 78,000. 

Far From Potential 


However, such a record is grati- 
fying only when compared with 
earlier years. When measured 
against the national membership 
potential, we have quite a way to 
go if we would reach the 100,000 
members your committee believes 
attainable within five years. How- 


ever, reasonable improvement in 
conservation and new members 
added at the 1957 and 1958 rates 
would make this goal a reality in 
less than three years. 

Several changes in our member- 
ship organization and policies may 
be desirable if membership is to 
continue to grow and the quality 
improve in the direction of this 
ultimate goal. Here are some of 
the problems which the member- 
ship committee believes should be 
explored: 

1. We repeat our statement in 
the mid-year report that “The 
maintenance of membership in 
associations should be presumed 
continuous!” We suggest a new 
membership application form be 
drawn, clearly stating membership 
to be continuous unless, and until, 
terminated in writing or by some 
other prescribed means. We should 
emphasize again and again that 
annual dues are not renewals; that 





This fall — Prudential continues its award- 
winning series, “THE TWENTIETH 
CENTURY” penetrating programs dealing 
with the people and events that have shaped 
this century in which we live. You will see 
exciting shows — shows of significance and 
importance—subjects such as: The Red 
Propaganda Machine * Mission: Outer Space 
* The Hungarian Revolution + Jet Carriers - 
The Narcotics Problem * and many others, 





The Prudential 


INSURANCE COMPANY OF AMERICA 


Sunday Evenings, “THE TWENTIETH CENTURY,” CBS-TV 


LCIFE INSURANCE 


ANNUITIES * SICKNESS & ACCIDENT PROTECTION © GROUP INSURANCE e GROUP PENSIONS 


.pressure solicitation in any field is 
“conducive to high lapses. 
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payment of dues should not fe 
subject to debate and decision yea 
by year. 

Role Of National Committeeman 

2. It is suggested that the na. 
tional committeeman of each locaj 
and state association be more help. 
ful in all membership activity, 

3. It may be advisable to change 
the deadline for national member. 
ship reporting from March 1 back 
to Dec. 31—and intensify dues pay- 
ment and membership activities 
from Sept. 1 through the following 
July 31. The period covered by 
dues would continue to be the 
calendar year, Jan. 1 through Dec. 
31. This change may be practical 
for the following reasons: 

A. Enthusiasm of new adminis. 
tration at local and state levels 
should be capitalized on more 
quickly because membership actiy- 
ity would begin almost immediate. 
ly rather than be postponed until 
November or December. 

B. Retiring membership con. 
mittee could work with the new 
committee from July 1 through 
Aug. 31, thus providing some con- 
tinuity of effort and benefits of ex- 
perience in connection with the 
membership program. 

C. It’s generally easier to pay 
dues for the ensuing year during 
the fall than in December and 
January when money is tradition- 
ally somewhat more committed for 
other items. 

Would Benefit Staff 


D. It’s possible this change to 
a 12-month program of member- 
ship promotion would distribute 
the workload at headquarters more 
evenly with resulting benefits to 
the staff. 

E. Making membership and 
conservation a more continuows 
program rather than “campaign” 
style activity should improve 
membership persistency since high 


4. Study might be given the 
advisability of processing ané 
mailing membership cards _ from 
headquarters. There have _ beet 
some complaints about unreported 
membership—the delays, _ errors 
and other “breakdowns.” Perhaps 
other national organizations such 
as American Medical Assn. and 
American Bar Assn. use methods, 
or practices, which might be 
adapted to our organization. 

We must not compromise be 
tween number of members and 
membership standards. Obviously, 
if NALU is to gain steadily im 
proved professional status, thet 
standards of conduct and member 
ship requirements must be mait- 
tained—perhaps, ultimately, tight 
ened. 

The 1958 membership year ents 
on Dec. 31. As this report “goes 
to press” 92.8% of our assignmet! 
is complete; membership total * 
72,002; we need only 5,616 mote 
members to “close the file” ™ 
1958. The membership committe 
refuses to consider the task cot 
pleted until we have reached 0 
goal of 78,000. 
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through 
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with the Naturally, you hope your child will stay well and 
do well throughout the school year. To help him do so, 


Your child will soon be off to 
school—with thirty-nine and one- 

half million other children—the 
largest enrollment in our country’s history. 























: ‘aoe why not take him to your doctor now—before school 
nber and opens—for a thorough health examination? 
tradition- This is important for all children, but doubly so for 
mitted for the “beginner” who may be exposed for the first time 
aff to the communicable diseases. The child should be 
sai protected against whooping cough, polio, diphtheria, 
r — - smallpox and tetanus. 
distribute] f If he has already had “shots” for these diseases, it 
‘ters more may be time for “booster doses.”” These increase pro- 
enefits to tection or hold it at such a level that the child is more 
hip _atd able to resist the disease to which he is exposed. 
ontinuous A pre-school check-up may reveal unsuspected de- 
-ampaign’ fects of the eyes or ears. A child who has impaired hear- 
_ a ing or vision cannot do his best work at school. Besides 
ina getting low marks, he may become discouraged or at 
: best have difficulty in making adjustments. 
given. the Your doctor can also advise you about improving 
sing and your child’s health habits to increase resistance to colds 
io ee ind other respiratory infections that keep so many 
reported hildren away from their classrooms. 
S, _ errors What about older children—teen-agers especially? 
ro They, too, should have health examinations. The doc- 
ees er tor’s advice on physical development and emotional 
methods, problems can ease many worries that beset adolescents. 
night be When parents, doctors, and teachers work together, 
tion. the school years can be made more healthful. 
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Expense-Paid Trip To L. V. Drury Honored 
AN a Convention For Nine At Reception Given 
CAVA MEE RIGA NN VAAL Colonial Life Agents By Sun Life Of Can. 

J J. A. McAllister, vice-president 


Nine Colonial Life agents, each 
one a multi-time qualifier for the 
national quality award, are at- 
tending the convention as guests 
of the company. Colonial Life 
is picking up the bills on the all- 
expenses-paid trips for the nine Tuesday afternoon at the Statler. 
field men in recognition for their Hilton hotel. 
having been award qualifiers on at a 


least five different, although not J ; i 
Republic National Dinner 


necessarily consecutive occasions. 
The agents are Thomas Bartley, |The company dinner of Repub. 
lic National at the Statler-Hiltop 


Harrisburg; Edward Fehrenbach, 
Asbury Park; Henry Mucha, Pitts- hotel on Thursday night has as 
hosts Clarence J. Skelton, senior 


TAAN ~ burgh; George Daisy, Pottstown, 
n j 1 | Pa.; William Pless, Perth Amboy, vice-president and coordinator of 
[GAL of Lbs, N. J.; Andrew Dutko, Buffalo; production planning; George R, 
— Joseph A. Yacullo, New Castle, Jordan, senior vice-president in 
Pa.; Frank Graziano and Charles charge of the group division ; Hoy. 





in charge of agencies of Sun Life 
of Canada, was host at a reception 
in honor of L. V. Drury, chair. 
man of Genera Agents & Man. 
agers Conference of NALU, given 


jor Expense and Catastrophic 


HOSPITALIZATION = Guaranteed Renewable 
ACCIDENT & SICKNESS Non Cancellable and Commercial 
pital-Life-Disability 


GROUP-WHOLESALE-FRANCHISE '*hitet tite Disat 


LIFE INSURANCE Premiums Graded by Policy Size 


GAtAT AMER 





A GROWTH COMPANY FOR MORE THAN 23 YEARS O'Donnell, both of Connellsville, ard Channell, assistant vice-pres. 
Pa. dent and director of branch offices 
d : —— and Allen Cureton, assistant vice. 
Life Insurance in Force..........eeeeeeeees More than $190,000,000 Host For Guardian Life president and director of A8s 
: D. J. Lyons, vice-president of agencies. 
Annual Accident & Sickness Premium.......... More than $ 4,500,000 Rk Life. "i “te caine ie Galents Weee Present 

company dinner at the Statler- : w a 
Annual Total Income...........-2+eeeeees More than $ 9,000,000 Hilton hotel ey evening. ‘nn 
z general agencies; Edward R. Nad- 
EE Ee SI ee More than $ 14,000,000 Hosts For Aetna Life alin, assistant vice-president and 
Aetna Life’s Thursday night director of brokerage; W. N. Stan- 
. company dinner at the Dallas club nus, vice-president in charge of the 
Capital and Surplus..........++++seeeeees More than $ 3,300,000 has as hosts N. M. Denezzo, as- reinsurance division; Jack R. Mor. 


ris, vice-president and director of 
public relations, and E. F. Brewer, 
vice-president in charge of under- 


sistant superintendent of agencies; 
J. K. Luther, director of training, 
and E. H. Snow, director of agen- 


GREAT AM ERI GAN of Lhe 
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TEXAS NEW MEXICO ! 
OKLAHOMA ARKANSAS ; NTU RY 
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Visitors to Dallas’ first 
NALU Convention 
are invited to drop by 


our Home Office 


2020 Live Oak 
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GREAT AMERICAN » 


GREAT AMERICAN RESERVE INSURANCE COMPANY 
TRAVIS T. WALLACE, President 
LIFE INSURANCE e ACCIDENT e 





SICKNESS 








=: CENTURY LIFE BLDG. 


W. J. LAIDLAW, SR. 
, Chairman of the Board 





FORT WORTH, TEXAS 


W. J. LAIDLAW, JR. 
President 


} THE TALK OF THE 
LIFE INSURANCE INDUSTRY: 


Century's New Management Contract 
: Century’s New Agent’s Contract 
, Century's New Agent’s Financing Plan 


Century’s Modern 
Up-To-Date Policy Contracts 


Opportunity-Wise, There Is Not 
! A Better Management Contract 
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Our thanks to the millions of policyholders and friends across 
the nation whose confidence over the years has enabled Western 
and Southern to share with them the great benefits provided 


through the purchase of life insurance. 
WILLIAM C. SAFFORD, 
President 
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This Company is listed 
well over 100 times in 
“Who Writes What.” 
There are strong reasons 
for this prominence: 


1. We write Life, 
Group, A & H. 

2. We write Par and 
Non-Par. 

3. We like to pioneer 
in new coverage. 

4. We always keep 
competitively abreast. 
5. We are dedicated to 
serving the needs of 
America’s independ- 
ent producers. 


Can you find a Company 
with more listings than 
United States Life? In 
any case, call us, it’s 
worth a check! 


Cl O 
NSURANCE Cnw 


N THE ciTY OF 











NEVER BEFORE HAVE 
WE TALKED OURSELVES 
INTO A RECESSION 


Today our Nation stands on 
the threshold of its greatest 
‘economic and cultural age— 
LETS STEADY DOWN 
AND STOP 
TALKING NONSENSE 


time for faith 
idence in the 
f 





is the ness is 
there for those who go 
after it 


Gueat 
Life lave 
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J SAN ANTONI® AGENCY 
Jews NX. Pletcher, Manager 
CA. “Duke” Rohde, Assistant Manager 


CURRENT ADVERTISING 


STIMULATES PERSONAL 


GREAT SOUTHERN'’S 


WELFARE THINKING 


INTEREST FOR ITS 








Knowledge Of Product A Must When 
Dealing With High Quality Prospects 


Mrs. Hazel G. Schofield, agent 
of Equitable Society at Macon, Ga., 
believes that 
a producer's 
knowledge of 
product is im- 
portant at every 
stage of the 
game. Sales are 
made on the 
strength of how 
much an agent 
knows about a 
Mrs. Hazel Schofield aig iva a — 
along this knowledge to his client. 
In her talk Sunday afternoon on 
the “Sellarama” program of Wo- 
men Leaders Round Table, Mrs. 
Schofield explained why product 
knowledge becomes an even more 
important sales factor with high 
quality prospects. 


By HAZEL G. SCHOFIELD 
I feel like the agent who, just 


aes 





outside the office of a psychiatrist, 


bumped into an old friend. 

“Coming or going?” the agent 
asked. 

“Well, if I knew that I wouldn’t 
be here,” was the reply. 

While at this point I do have a 
mild sense of direction, I must con- 
fess that my thoughts have a way 
of racing ahead when I let myself 
seriously consider the possibilities 
in our great business, and in life 





AND CREATES 


UNDERWRITERS 
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itself—when we have the courage 
to raise our sights—to depart from 
the realm of mediocrity and to re. 
solve to be at least better than we 
were. 

Last June I heard a wonderfy! 
address by Dr. William Lane at 
the commencement exercises at 
Wesleyan College at Macon, Ga, 
His subject was “The Pursuit of 
Excellence” and was mainly g 
challenge to colleges and univer. 
sities to stop trying to be the big. 
gest—but to be the best; to revalue 
courses which so often permit a 
diploma on easy terms—because it 
isn’t how many colleges graduate, 
nor the big buildings, nor the rich 
endowments, but the knowledge 
and great aspirations of its men 
and women when they go out into 
the world—those are the things 
that count. And, as in the days of 
Plato and Aristotle, all that is re. 
ally needed when we have an ear. 
nest desire to learn and to grow is 
a few gathered together in any 
place, a teacher and/or a book! ° 

Bigness Not The Objective 

And so, I believe you will agree 
with me, that as we seek to raise 
ounsights, “bigness” is not the real 
objective—but rather a pursuit of 
excellence so that we will be able 
to do a better job. 

’Tis true that most of us come 


(CONTINUED ON PAGE 48) 
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THE GREATEST WORDS | 
10 OUR LANGUAGE 


“HORE "’— meons love, security, 
contentment, fomly ond priceless: HE 
memores of teors, re 
trends ond the pets we hove loved. 


ond 

dreoms ond hearteches ... ond proyers 
‘ond bright frosty mornings ond 

nights of sound sleep, 


190 PACT it is the one word 4 
thot almost universally meons the a 
some to all men... o most precious i 
porsession thot must be preserved =| 


through lite insurence. a2 
Great SoutHean vw 


Life Inaurence Company 








OENCY EADERS 





GREAT SOUTHERN 


Sew To ng Dope 
TO) Sen Petre, Sem Amtowso, Tenet Phone (46-4126 





Reber L Crist Cone Condom Watiee 0. Crveme ——Chanon Cool Domes H Hembor 
Yarden Frank P Lennard Sew Lobe, Den J. Nichole Faanh | Podimen 
” Bert Rober Weary M Aattord Joho E Suope Albert F. Tommons. J 


Lite Insurance Company 
Founded 1909 
Home Oftice + Houston, Texas 





This ad appeared in over 70 newspapers 


This ad appeared in over 70 newspapers 
in seven states in June, 1958. 


in seven states in April, 1958. 
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To help you unlock the minds of men 


The C.L.U. key is the emblem of the specialist. 

It represents intensive training in the insurance field and 
qualifies you as a life underwriter of professional standing 
in your community. 

In short time the C.L.U. study course equips you with 
the broad knowledge and specific working tools of life 
underwriting; and, most important—it develops your skill 
in applying this background to life situations. Basically, this 
five-part program gives you the confidence, training, and 
prestige which ordinarily takeyears of experience to achieve. 

Over 400 Equitable representatives now wear the C.L. Uz. 
key. More than 1300 others are preparing for C.L. U. exam- 


inations. A successful career is available to you through the 
C.L.U. program. Be sure to contact your local C.L.U. 
Chapter or Life Underwriters Association for information 
about Fall courses. 


Equitable 


Life Assurance Society of the U.S. 
393 Seventh Avenue, New York 1, N. Y. 
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OLD LINE LEGAL RESERVE 


INSURANCE COMPANY 


T. H. PENTON © VICE PRESIDENT © AGENCY DIRECTOR 


PRAETORIAN BLDG. e 1603 MAIN ST. e DALLAS, TEXAS 








Estate Planning Councils Seen As Best 
Way To Avoid Controversy With Lawyers 


The ideal setup for avoiding 
conflict-of-jurisdiction troubles 
with lawyers seems to be to fur- 
ther the team concept of estate 
planning and the best vehicle for 
this seems to be the estate plan- 
ning council, according to the 
preliminary draft of the committee 
on relations with attorneys, headed 
by Q. L. Ching, Prudential, Hono- 
lulu. ‘the report recommended that 
where life insurance and trust 
councils now limit membership to 
agents and trust officers, member- 
ship should be broadened to in- 
clude admitting attorneys and 
accountants as well. Following is 
the committee’s pre-convention 
report: 

In carrying out a directive of 
this committee, which met in 
Birmingham last March with the 
committee on relations with ac- 
countants, committee on relations 








Life Underwriters. Colonial Life representatives are privileged to be among the active 


Greetings 


To the delegates attending the 69th Annual Meeting of the National Association of 


members of this fine organization. 


It is particularly appropriate at this time that we salute nine Colonial field under- 
writers who have been invited to attend the 1958 Meeting in Dallas by the Company 
in recognition of their having qualified five times for the National Quality Award, one 


of the most valued and respected citations in the industry. 


Thomas Bartley, 
Harrisburg, Pa. 


George Daisy 
Pottstown, Pa. 


Andrew Dutko, 
Buffalo, N.Y. 


We wish them continued success and satisfaction in their chosen careers in 


the days ahead. 


THE COLONIAL LIFE 


INSURANCE COMPANY OF AMERICA 


HOME OFFICE 


CONGRATULATIONS TO 


Edward Fehrenbach, 
Asbury Park, N.J. 


Frank Graziano, 
Connellsville, Pa. 


Charles O’Donnell, 
Connellsville, Pa. 


EAST ORANGE, NEW JERSEY 


Henry Mucha, 
Pittsburgh, Pa. 


William Pless, 
Perth Amboy, N.J. 


Joseph A. Yacullo, 
New Castle, Pa. 
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with trust officers and the commit. 
tee on estate planning, the chair. 
man wrote a letter to the American 
Bar Assn., urging them to estab. 
lish a committee on estate planning 
to cooperate with parallel com. 
mittees of NALU on accountants, 
life underwriters and trust officers, 
The letter was addressed to Joseph 
D. Stecher, the executive director 
of the American Bar. 

Your chairman was_ informed 
that there is already in existence q 
committee on estate planning jp 
the Amercan Bar although it is not 
directly a committee of the Amer. 
ican Bar Assn. 

By way of explanation, Mr, 
Stecher wrote, “The American 
Bar Assn. conducts its activities 
through standing and special con. 
mittees and through various see. 
tions devoted to different subjects 
of the law. The matter of estate 
planning falls within the jurisdic. 
tion of our section of real property, 
probate and trust law. This section 
has a joint committee of its probate 
and trust divisions on the subject 
of ‘estate and tax planning’ of 
which committee Harrison F. Dur- 
and, 1 Wall street, New York City, 
is chairman.” 


To Cover Two Topics 


Mr. Durand reported that his 
committee on estate and tax plan- 
ning will report this year on two 
topics which will be of special 
interest to the life underwriters, 
one being on the buy-sell agree- 
ments and the second on life insur- 
ance settlement options. There are 
on the committee at least two 
distinguished attorneys who are 
particularly interested in life in- 
surance as a factor in estate plan- 
ning. One is Eugene J. Conroy, 
general solicitor of the Prudential 
Insurance Co. of America, and the 
other is Harry S. Redeker, general 
counsel for the Fidelity Mutual 
Life Ins. Co. 

The chairman of NALU’s com- 
mittee on estate planning, Ellen 
M. Putnam, has gotten in touch 
with Harrison F. Durand and | 
believe she will report on het 
activities in her committee report. 

The National Conference of 
Lawyers and Life Underwriters 
has had no activities during the 
past year. Whatever problems 
arose were taken care of by other 
life underwriter and _ attorney 
groups. 

In regard to the situation m 
California between the California 
Assn. of Life Underwriters and 
the California Bar Assn. over 4 
proposed California statement of 
principles of cooperation betweet 
life underwriters and lawyers, Fred 
W. Pierce, a member of this com 
mittee, reported as follows: 


Cal. Attempt Abandoned 
1. The State Bar of California 
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has abandoned its attempt to gt 
(CONTINUED ON PAGE 41) 
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Your Brokerage and Surplus Business Solicited 
All Forms of Ordinary Group and Pension and 
Profit-Sharing Plans 
Non-Cancellable Accident and Health 


JOSHUA G. GLASSER ASSOCIATES 
General Agents 
CONTINENTAL ASSURANCE COMPANY 
Illinois. Leading Life Insurance Company 
; 39 South LaSalle Street 
Chicago 3, Illinois CEntral 6-1295 








FREEMAN J. WOOD 
General Agent 
LINCOLN NATIONAL LIFE INS. CO. 
208 S. LaSalle St. Tel. CEntral 6-1393 


An Agency Well Equipped To 
Handle Brokerage Business 








THE HUNKEN 
AGENCY 


THE CONNECTICUT MUTUAL LIFE 


Telephone CEntral 6-5700 
One North LaSalle Street, Chicago 








THE SWANSON AGENCY 
General Agents 
NEW ENGLAND MUTUAL 
LIFE INSURANCE CO. 
H. G. Swanson Bob Swanson 


3300 Board of Trade Bldg. 
HArrison 7-8090 
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For Service—Information—Field Assistance 


THE EARL C. JORDAN AGENCY 


MASSACHUSETTS MUTUAL LIFE 
INSURANCE COMPANY 
Suite 1616 One N. LaSalle Bldg. RA 6-0060 
John R. Breese, Robert E. Hannon, 
J. Keith MacKenzie, Assistant General Agents 
Earl W. Hatch, Brokerage Manager 


FRANK G. LOTITO 


General Agent 


LINCOLN NATIONAL LIFE 
INSURANCE COMPANY 


105 S. LaSalle St. 
CEntral 6-5631 


Suite 710 








JAMES H. BRENNAN 


General Agent 
FIDELITY .MUTUAL LIFE 
INSURANCE COMPANY 


RAndolph 6-2813 


111 West Washington Chicago 


CLAYTON E. MOTT 
and ASSOCIATES 


UNION TRUST LIFE 
INSURANCE COMPANY 
141 W. Jackson Blvd., Suite 1216 WAbash 2-3309 


HAROLD V. HAYWARD 
Agency Manager 
NEW ENGLAND MUTUAL LIFE 
INSURANCE COMPANY 
79 W. Monroe St. FRanklin 2-7834 








BUD JOHNSON 


General Agent 


NATIONAL LIFE OF VERMONT 
208 S. LaSalle Street CEntral 6-2500 








MAGINNIS & ASSOCIATES INC. 


Insurance Consultants 
Specialist in Association & Trade 
Group Insurance Plans 
“Coast to Coast Service” 
Accident & Sickness * Retirement * Life * Liability 
Brokerage Business Accepted 
327 So. LaSalle St. HArrison 7-1441 


CHARLES E. BUTLER 
General Agent 
FIDELITY MUTUAL LIFE 
INSURANCE COMPANY 


Tel. HArrison 7-3255 


1440 Board of Trade Bldg. Chicago 








ROBERT V. GREENFELD 
General Agent 
POSTAL LIFE INSURANCE COMPANY 
Suite 2004, 141 West Jackson Blvd. 
HArrison 7-5790 








RAPPAPORT AGENCY 


General Agents 


PACIFIC MUTUAL LIFE 


Earle S. Rappaport, C.L.U. 
Eugene Rappaport, C.L.U. 
141 W. Jackson Blvd. HArrison 7-7244 
Chicago 


R. S. EDWARDS & CO. 


General Agents 
Rockwood S. Edwards 
A. D. Stein 


AETNA LIFE INSURANCE COMPANY 


120 S. LaSalle St. Chicago, Illinois 
Telephone ANdover 3-1920 








YOUNGBERG-CARLSON CO. 


General Agents 
CONTINENTAL ASSURANCE CO. 


All Form Ordinary, Group and Pension Plans 
Non-Cancellable Accident and Health 
SAM LELAND, MGR. 
223 W. Jackson Blvd. Chicago 6 HArrison 7-6869 
621 S. Spring St. Los Angeles 14 TRinity 6681 
“Brokerage & Surplus Business Solicited” 








: JOHN O. WILSON 
General Agent 


THE MUTUAL BENEFIT 
LIFE INSURANCE COMPANY 


One North LaSalle St. RAndolph 6-3444 











BOB OBER 
Manager 
NORTH AMERICAN LIFE ASSURANCE 
TORONTO, CANADA 
“Low Cost—High Commission” 


1 No. LaSalle ANdover 3-7537 
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Hancock 
@oruslsiree insurance COMPANY 


BEAN AND JONES, INC. 
General Agent 
39 South LaSalle Street _ 
Telephone RAndolph 6-9336 
Chicago, Ill. 








PHOENIX MUTUAL LIFE INSURANCE CO. 
LA SALLE AGENCY 


Robert K. Schott, C.L.U., Mgr. 


John P. Mulloy, Brokerage Supv. 
Telephone RAndolph 6-1194 
Suite 745 222 W. Adams 
Chicago 6, Illinois 








CHICAGO BRANCH OFFICE 


CONTINENTAL ASSURANCE CO. 


J. GORDON MICHAELS, MGR. 


175 W. Jackson Blvd. WaAbash 2-3410 
Chicago 














MASSACHUSETTS INDEMNITY 
AND LIFE INSURANCE COMPANY 


John T. McDonough Agency 
One N. LaSalle FRanklin 2-7822 
Brokerage & Surplus Business Invited 


























J. JEROME MILLER AGENCY 


208 S. LaSalle St. Suite 776 


ANdover 3-6876 














FRANKLIN LIFE 
Chicago Division 
Profitable Agency 

Opportunities Available 
Regional Office 


120 S. LaSalle St. 


F. J. BUDINGER 
REGIONAL SALES DIRECTOR 


Chicago 

















EOR . 
nee ¢. Sepeee WALTER C. LECK AGENCY 
NEW ENGLAND MUTUAL LIFE STATE MUTUAL LIFE ASSURANCE CO. 
; INSURANCE COMPANY OF AMERICA 
Walter C. Leck General Agent 
le ag 2 ten ay Fc 309 W. Jackson Blvd. Chicago 6, Ill. 
105 W. Adams St. CEntral 6-1300 cs chaaan 
ix One Stop Service for your Surplus and JOHN H JAMISON 
D Substandard Business ; ‘5 
If we can’t issue it—we tell you who will and ASSOCIATES 
JOHN W. LAWRENCE, C.L.U. General Agency 
[FE General Agent NORTHWESTERN MUTUAL LIFE 
MASSACHUSETTS MUTUAL LIFE INSURANCE COMPANY 
n 27834 a INSURANCE COMPANY 208 So. LaSalle St. Suite 2010 
135 S. LaSalle St. ANdover 3-1820 STate 2-0633 
FREDERICK |. SMITH R. M. MAC CALLUM 
General Agent and ASSOCIATES 
“Brokerage Exclusively” Representing 
THE MANHATTAN LIFE INSURANCE WASHINGTON NATIONAL INS. CO. 
COMPANY OF NEW YORK R. M. Mac Callum, General Agt. 
G d Fl City National Bank Bldg. 
Chicago One N. LaSalle Street CEntral 6-8648 po ry LaSalle St. a I éane 
° CLIFFORD F. SOUKUP GEORGE H. GRUENDEL, C.L.U. 
General Agent General Agent 
LINCOLN NATIONAL LIFE NEW ENGLAND MUTUAL LIFE 
INSURANCE COMPANY St eee 
PANY eC CHICAGO 209 So. LaSalle RAndolph 6-6514 
fei: 39 So. LaSalle en aon Suite 721 ELGIN 1119 Sherwood SHerwood 2-9370 
SKOKIE 69 Old Orchard ORchard 4-1805 
— 
MOORE, CASE, LYMAN & 
HUBB ARD HAMILTON FERGUSON 
General Agents General Agent 
ANCE Tho oS OCCIDENTAL LIFE 
MUTUAL/ LIFE «INSURANCE COMPANE INSURANCE COMPANY 
. C. E. Rothermel, Jr., C.L.U. Suite 2051 135 S. LaSalle St. 
. 3.7537 Joe Moody - Gene O’Reill 
3-753 115 W. OP Blvd. ene ely Chicago ANdover 3-1883 


O. EMBRY MOATS AGENCY 
MUTUAL OF NEW YORK 


O. Embry Moats, C.L.U., Mgr. 
Howard B. Fischer, Brokerage Supv. 


Telephone CEntral 6-7400 


38 S. Dearborn St. Suite 605 


Chicago 





























W. A. ALEXANDER & COMPANY 


Wade Fetzer, Jr., C.L.U. John H. Sherman 
Harry G. Walter, C.L.U. 


General Agents of 
THE PENN MUTUAL 
LIFE INSURANCE COMPANY 


135 South LaSalle St. FRanklin 2-7300 
Chicago 
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- - ion that may arise from time to 
Cites Close Ties Between OASI And on es 

= = He cited as common objectives 
Private Life Insurance Industry the coainaions both ne to- 


Addressing the agents forum try and the social insurance pro- ward maintenance of a_ stable 
session of NALU at Dallas, Hugh gram of social security stand. Mr. economy, improving the general 
F. McKenna, assistant director of McKenna emphasized the impor- welfare, and serving the public. 
the Bureau of Old-Age and Sur- tance of a continuation of this Mr. McKenna feels that here the 
vivors Insurance, expressed the mutually cooperative policy—“to close relationship between private 
belief that during the past 20 years strive for common objectives, and and social insurance extends par- 
there has been an increasing to resclve within the framework of ticularly to an awareness of the 
awareness of common ground upon frank and honest discussion any of need for quality operations as well 
which the private insurance indus- the transitory differences of opin- as to the significance of quantity. 











“PARTNERSHIP... working here!” 


—SAYS EBER M. SPENCE, VICE PRESIDENT AND DIRECTOR OF AGENCIES, AMERICAN UNITED LIFE INSURANCE COMPANY 


“FEW men get to the top without help. The trip’s too Your home office “partners” —key personnel who back you in the field 
—are pictured in background of above photo. At desk, left to right: 


tough. 
Ken Truax, CLU, and Ed Thomas. Behind desk, left to right: Earl 


“We all need help... You do... So do we. Mulcahy, Carl Shaeffer, Bob Thompson, CLU, and Pete Leland. Right- 
hand group: Max Hittle, CLU, Harold Petersen and Brady Minnis. 








“Here at American United, we give it and we get it. 
We help each other . . . serving a vital human need. 


“We work with our agents in every way . . . helping 
them to get to the top, and to do a better job for our American United 


LIFE INSURANCE COMPANY 


policyholders. 


The Company with the Partnership Philosophy 


“That’s the philosophy of partnership . . . in spirit 


and action, the way it is here.” 





AMERICAN UNITED LIFE INSURANCE COMPANY ¢ HOME OFFICE: INDIANAPOLIS, INDIANA 





ALL ORDINARY LIFE FORMS - FLEXIBLE OPTIONS - LOW NET COST SPECIALS - UNIQUE JUVENILE - GROUP INSURANCE - GROUP RETIREMENT - PENSION TRUSTS - NON-CANCELLABLE 
DISABILITY - GUARANTEED RENEWABLE MAJOR MEDICAL - GUARANTEED RENEWABLE HOSPITAL & SURGICAL - SPECIALISTS IN SUBSTANDARD UNDERWRITING— REINSURANCE 


ist Day 


“We both recognize the need fy, 
serving our public; tangibly—p, 
providing income maintenance fy 
the family when the need arise 
through retirement, death, or dj 
ablement of the worker; and jp. 
tangibly—by developing a_ sen 
of security among members of th 
family,” he said. 

He foresaw ample opportunity. 
and need—for the social insurang 
program and private industry 4 
continue their cooperation, whig 
he described as having been my. 
tually profitable and of significay 
value to the American public, 

Mr. McKenna believes that “th 
growth of life insurance during 
the past 20-odd years has been, i; 
part, stimulated by the fact tha 
more people have become ‘insyr. 
ance conscious’ because of the 
impact the social insurance pro. 
gram has had on their lives.” 


Cites Coverage Increase 


He cited the increase—in op. 
stant dollars—in private life ip. 
surance during the past 20 years 
He said that more than nine out oj 
10 jobs are now covered by OAS], 
and 12 million people are receiving 
old-age retirement, survivors, and 
disability benefits each month 
These benefits total more thar 
$170 million each month. (The fig. 
ures include some 8.75 million re 
ceiving retirement benefits of abou 
$550 million per month; about 32 
million getting survivors benefit 
of about $145 million per month; 
about 200,000 receiving disability 
insurance benefits of about $19 mi- 
lion monthly.) 

Mr. McKenna feels that “exter- 
sion of the coverage of the OASI 
program in the years since 19% 
and increases in the scale of bene 
fits payable have been reflections 
of the acceptance of social security 
by the public and a desire to keep 
benefits in line with increasing 
levels of earnings and costs of 
living.” 

Mr. McKenna said that “despite 
the growth that has taken place ia 
OASI during the past two decades, 
there is ample evidence from pre- 
liminary results (of a recent survey 


of OASI beneficiaries) that most? 


people whose income has _ been 
reduced by death in the family or 
retirement, are existing on very 
marginal standards of living.” 


Market Still Needs Developing 


He sees in these figures a strong 
indication of the fact that the 
market for the sale of several types 
of private insurance has not bee 
fully developed “in spite of the 
increases in OASI benefits and 
private insurance sales during the 
past 20 years.” 

Mr. McKenna believes that these 
preliminary results of the survey 
“suggest that the. increases ™ 
social security benefits in the past 
several years have not been out 
line with rising wages and living 
standards.” He paid tribute to the 
“generally excellent public infor 
mation job insurance companits 
and individual insurance agetls 
have done to make people awafé 

(CONTINUED ON PAGE 34) 
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Woman Agent Stresses Responsibilities 
That Come With Privileges In Business 


Too many people want privi- 
leges without the accompanying 
responsibilites, and Mrs. Ray K. 
Bergman, Equitable Society, 
Houston, in her talk at the Women 
Leaders Round Table ‘“Sellarama” 
during the NALU annual meeting 
in Dallas. Following is the text of 


In the heart of downtown Hous- 
ton there stands a hallowed, beau- 
tiful, old cathedral. In June, 1920, I 
heard a sermn there. The m nister 
has long since gone to his Creator. 
Maybe it was because I was young, 
eager and impressionable, but that 
sermon has had a lasting effect on 
my thinking. Its theme, “With 
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CONTINENTAL AMERICAN LIFE 


















INSURANCE COMPANY 


Privilege Comes Responsibility,” 
has been a guide, a reminder to me 
ever since, that we get only in 
proportion to what we give. 

And just a short time ago, I read 
the words of a living minister, 
“Too many of us have that im- 
mature approach to life in which 
we are anxious to have things, to 
enjoy privileges, but we are not 
willing to meet the responsibilities 
and problems which go with these 
blessings.” 


For many years, Continental 
American’s high average 
policy size—both in new 
msurance written and 
insurance in force—has 
ranked this company 
consistently among the top 
five life insurance companies 
in the nation. This 

notable distinction is due in 
part to Continental American’s 
specialization in preferred 
class insurance, with 

resulting savings to purchasers 
of life insurance in larger 
amounts. It is also due to 

the generally superior 

quality of our product, and to 
the quality of our representation. 
These factors have produced 
facts. They appear in the 
chart below. They 

furnish convincing proof of 
our growth, stability, and the 
soundness of philosophy 

on which Continental 
American operates. 





Wilmington, Delaware 


Ist Day 


Time has not changed that fyp. 
damental truth—to receive, yy 
must give. 

Where else is this truth mop 
evident than in our great profe. 
sion? Our business is not only, 
way of making a living—it is, 
way of living, and we canng 
separate it from our thoughts apé 
actions day or night. We de 
personally with our clients, we ay 
their friends, we are our companie 
to them. We are even the whok 
life insurance industry to some ¢ 
them. . 


Blessings Must Be Earned 


What a responsibility! If y, 
expect the biessings that go with 
this relationship, we must firy 
earn them. The responsibility pre. 
cedes the privilege and each priyi. 
lege brings its own responsibility. 

In the first place, the very fact 
that we have a contract with q 
life insurance company is a definite 
privilege. For more than 100 years 
the insurance companies have 
grown steadily because they have 
never failed to meet their obliga. 
tions through wars, economic up 
heavals or any other disastrous 
condition which has struck our 
country. Because we _ have our 
contracts, we have the responsi- 
bility to add our contributions to 
the continued growth and service 
of our companies, both by produc 
ing as much business as we can 
and even more important, by doing 
it in an honest, upright manner. 

We are our brothers’ keepers and 
we are honor-bound to try to 
spread the mantle of economic 
protection over the homes of the 
men, women and children whom 
we contact daily. The rebuffs and 
brush-offs that we sometimes get 
should serve only to make us more 
determined to help those who will 
let us help them. The world is full 
of people who recognize their 
obligations to their families and to 
themselves. They are waiting for 
us to show them how best to 
satisfy these obligations. Let us 
find these people! 

Write Our Own Paychecks 

And what of our earnings? Who 
sets our salaries? It is our priv- 
lege to write our own commission 
checks, with the help of a few 
receptive prospects, the home o- 
fice and finally, the cashier. Want 
to make the manager happy? Make 
more money next month than you 
did this one? Can you think of any 
other business where the mana 
ger’s pleasure comes from larger 
salaries paid to his men_ each 
month? 

Of course, these increases come 
through disciplining ourselves. 
Our managers can help us. They 
can encourage us, but in the final 
analysis, the desire to succeed must 
come from within. In other words, 
only capital, and if we squander! 
we just must want to—enough. 

Think of the freedom and inde 
pendence in our work. We come 
and go as we please: nobody § 
checking on us. What we do wi 
our time is entirely up to us. Wé 
personally, must take the respons: 
bility of working honestly a 
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The City of Presidents: Albert C. Adams, N.A.L.U.-Eugene C. De Vol, American Society C.L.U. 





L. V. Drury, Chairman Gen. Agts. & Mgrs. Conference-C. F. Merz, Chairman Exec. Secys. 


Philadelphia’s Leading 


General Agents and Managers 


Send Cordial Greetings to the 


N. A. z. U. 


69th Annual Convention 
“Welcome” To Our City in 1959 





FREDRICK G. HIGHAM AGENCY, INC. 


GREAT-WEST LIFE 
ASSURANCE COMPANY 


344 N. Broad Tel: RI 6-2783 


In appreciation to Al Adams 
for a job well done. 


ARTHUR R. GREMEL 
Manager 
THE MANUFACTURERS LIFE 
INSURANCE COMPANY 
1500 Walnut St. Bldg. Tel: KI 6-0100 


RALPH H. RICE JR., C.L.U. 
Manager—Philadelphia Agency 
THE PRUDENTIAL INSURANCE 
COMPANY OF AMERICA 


1401 Walnut Tel: RI 6-6010 








BENJAMIN M. GASTON, C.L.U. 


Branch Manager 
NORTH AMERICAN LIFE 
ASSURANCE COMPANY 


1830 Philadelphia Natl. Bk. Bldg. 
Rittenhouse 6-8163 


H. S. BAKETEL JR., C.L.U. 
General Manager 
UNION CENTRAL LIFE INS. CO. 


6 Penn Center Plaza Tel: LO 7-2442 


EDWARD L. REILEY, C.L.U. 
General Agent 
THE MUTUAL BENEFIT LIFE 
INSURANCE COMPANY 


820 Western Saving Fund Bldg. Tel: PE 5-1456 








FRED VAN URK AGENCY 
Representing 
UNITED BENEFIT 
LIFE INSURANCE CO. 


123 South Broad St. Tel: KI 6-1500 


FINKBINER COMPANY, GEN. AGT. 
AND ASSOCIATES 


A. C. F. Finkbiner, C.L.U. 
A. C. F. Finkbiner Jr., C.L.U. 
The NORTHWESTERN MUTUAL 
LIFE INSURANCE COMPANY 


1405 Locust St. Tel: KI 6-1234 


THOMAS F. IRWIN AND ASSOCIATES 
PROVIDENT MUTUAL 
LIFE INSURANCE COMPANY 
OF PHILADELPHIA 


3 Penn Center Plaza Tel: LOcust 8-0535 








JAMES A. GALLIGHER 


General Agent 
THE LINCOLN NATIONAL LIFE 
INSURANCE COMPANY 


3 Penn Center Plaza LOcust 8-2033 


JOHN C. KNIPP, JR., C.L.U. 
General Agent and Associa‘es 

THE CONNECTICUT MUTUAL LIFE 
INSURANCE COMPANY 


1906 Architects Building 17th & Sansom St. 
Tel: LOcust 7-5131 


WILLIAM G. PIERCE, C.L.U. 
General Agent 
THE FIDELITY MUTUAL LIFE 
INSURANCE COMPANY 


6 Penn Center Plaza LO 8-2050 








HERBERT M. CADY, MGR. 


Frank J. Campbell, Mgr. Bkge. 

Jay D. Utley Jr., Dir. Bkge. Services 
CONNECTICUT GENERAL LIFE 
INSURANCE COMPANY 
Phila. Savings Fund Bldg. Tel: WAlnut 3-2525 


ROBERT B. ARMSTRONG 
General Agent 
NEW ENGLAND MUTUAL LIFE 
INSURANCE COMPANY 


3 Penn Center Plaza Tel: LOcust 8-2920 


DAVID M. RUBOLPH AGENCIES, INC. 
General Agent 
LIFE ASSURANCE COMPANY 
OF PENNSYLVANIA 


2041 Walnut St. LOcust 4-5480 








L. V. DRURY 
Manager 
SUN LIFE ASSURANCE COMPANY 
OF CANADA 


121 S. Broad St. Tel: PE 5-4600 











JOSEPH H. REESE, C.L.U. 


General Agent 
PENN MUTUAL LIFE 
INSURANCE COMPANY 


6th & Walnut WaAlnut 5-7300 








NORRIS MAFFETT, C.L.U. 
General Agent 
THE CONNECTICUT MUTUAL LIFE 
INSURANCE COMPANY 


1420 Walnut Tel: KIngsley 5-5101 
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a lowing is the committee’s pre-con- Whereas: The fundamental pre. | prac 
Ask Drastic Tests For vention report: mise of life underwriting as helj | exis 
The committee on field practices by the National Assn. of Life Un. | men 
ase of NALU, as directed March 27, derwriters is based upon the prin. | vert 
Bank Loan Legitimacy 1958, by the board of trustees, pre- ciple that any proposal and sale gj | and 
sents the following resolution as a life insurance or annuity policy for 
The entire pre-convention draft ance. Almost the entire draft con- the expression of the position of must be primarily in the interes | of a 
report of the field practices com- sisted of a resolution defining fi- the association regarding the solici- of the buyer in behalf of the buye T 
mittee, headed by William H. Pry- nanced life insurance and giving a tation and sale of life insurance or or of the beneficiary ; and ; side! 
or, Connecticut Mutual, Wauwato- 6-point test that a financed life annuity policies on-the-basis.of the Whereas: It js recognized tha | men 
sa, Wis., dealt with the problem of insurance plan would have to meet financing of premium payments as_ there are personal and financial sit. | the | 
proper restraints on bank loan or in order to be considered as being in the manner of the so-called bank uations under certain conditions In 
other types of financed life insur- in the interest of the buyer. Fol- loan plan: and circumstances because oj | of at 
which it is in the interest of the | be s 
— —_ buyer and the beneficiary to pro. | acco’ 
— . vide for the premium payments fo, | the | 
a life insurance or annuity policy | whic 
by the use of a financing arrange. | insut 
ment involving loans ; and tially 
Dubious Illustrations rs i 
Whereas: It is also recognized | dene 
that policies are being solicited and 
sold pursuant to illustrations and N 
sales presentations that do not re} , *° 
flect the true and actual values and re 
costs, or fully relate the benefits le 
and the detrimental aspects of such vee 
a plan as applied to the individual 4 = 
circumstances of the need, the cur- rai 
rent and potential financial ability, mee 
the income tax consideration, and, | ™™ 
above all, the consequences of any | °% 4" 
unfavorable change in these indi- im 
vidual conditions as they exist at a 
the time of effectuating the plan; he lif 
and ”“ " 
Whereas: There are various de- ; 
scriptions and interpretations of . 
the factors and terms that are char- aa 
acteristics of these plans; now he 
le pr 
therefore cadabss 
It is recommended that the defi- an 
nition of a bank loan or similarly | ance 
financed plan that follows is the] ond 
interpretation of this association} “4 
for the purpose of clarification and | i -jde 
for identifying unethical practices | 4. 4, 
in the solicitation and sale of such | Jy... 
plans: 
“A ‘bank loan plan,’ or similar vndivie 
plan of financed premium payments buyer 
regardless of what it is called, is | pao. 
herewith defined as a plan designed | giviqe 
to provide for the payment of the 
initial premium and/or an indefi- es 
nite number of future premiums for he as 
an annual premium life insurance policy 
or annuity policy by the payment | jo, P 
with a minimum amount of cash Gano, 
and all or substantially all of any | jay 4, 
balance of the premiums with im | ine oo 
x nd . terest bearing loans made by @ | ity of 
h d { bank, insurance company, or other | “¢ 7 
ec Jom eC In us lender, the collateral for such loans | \ it, 4 
being the assigned cash values S| the «x 
° e the policy, or of other existing pok | joa, p 
in saluting Albert C. Adams = 
> wd Amortization Schedule - = 
. . . ss . . Be it further recommended that | posal 
Retiring President of the National Association of Life Underwriters the asndbiation is eunplatic Am acs 
vocating that the buyer, as an ™ | suant 
It is typical of Albert C. Adams that he brought thoughtful service to John Hancock and the insurance industry. tegral part of such plans, alot finance 
and dignified leadership to his office as President of the As he enters his next phase of service to the N.A.L.U.— as ai ci a ae plan * 
: s ‘ | 
N.A.L.U. during the past year. Immediate Past President — we join with life underwriters rica this es premium requife | to sery 
Typical because he has always given this quality to any job =, everywhere in offering Mr. Adams our congratulations for ments without resorting to special pose 
he has undertaken, as demonstrated by his many years of a job well done. financing arrangements as soon & 
possible after the inception of the For G 
plan so as to restore the cash val t 
ues to their intended place im 4 J. D 
CxS sound life insurance program. preside 
MUTUALJ LIFE INSURANCE COMPANY Be it further recommended that | tion as 
BOSTON, MASSACHUSETTS the association is opposed to the 4 of Gua: 
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practice of using the cash values of 
existing policies by the replace- 
ment of such policies or by con- 
verting them to a paid-up basis 
and applying the premiums there- 
for to the premium requirements 
of a newly acquired policy. 

This practice can rarely be con- 
sidered as anything but detri- 
mental to the interests of the buyer, 
the beneficiary, and the insurer. 

In the rare case, an explanation 
of any such proposed action should 
be submitted to the legal tax or 
accounting counsel of the owner of 
the policies, and to the company to 
which application is made for the 
insurance that will wholly or par- 
tially replace the benefits of the 
surrendered or converted policy, 
for approval, with sufficient evi- 
dence. 

6-Point Test 


Now, therefore, the National 
Assn. of Life Underwriters adopts 
as the guiding principles of ethical 
practice in the solicitation and sale 
of the bank loan plan, or other sim- 
ilar plans under which it is in- 
tended to finance the annual pre- 
mium payments of a life insurance 
or annuity policy, the following six 
requirements as the test of a use- 
ful and proper purpose: 

1. There is an existing need for 
the life insurance or annuity. 

2. The motivation is an insur- 
ance purpose and not for the pur- 
pose of income tax advantage. 

3. The amount of insurance and 
the premium requirement, new and 
existing, is in relation to the pres- 
ent or potential economic circum- 
stances of the buyer according to 
sound underwriting practice. 

4, All details and special aspects 
incident to the plan are understood 
by the buyer; any illustration or 
sales presentation has been based 
upon fact applied to the current 
individual circumstances of the 
buyer as related to the interest 
rates, income tax bracket, and the 
dividend schedule. 

Income Tax Factor 

5. It is understood that the fac- 
tors of income tax, interest, and 
policy dividends are variable and 
not guaranteed and that any 
change unfavorable to the buyer 
may have an adverse effect upon 
the cost and the general desirabil- 
ity of the plan. 

6. The buyer has been furnished 
with an illustration of the effect of 
the continued application of the 
loan principle in the increasing an- 
nual and total interest costs and 
the decreasing protection afforded 
by the death proceeds. The pro- 
posal for sale or the sale of a life 
Imsurance or annuity policy pur- 
suant to a bank loan or similarly 
financed premium payment plan 
that is in compliance with all of 
these six conditions is presumed 
to serve a useful and proper pur- 
pose. 


For Guarantee Mutual Life 


J. D. Anderson, agency vice- 
president, is attending the conven- 
tion as home office representative 
of Guarantee Mutual Life. 
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Definite Goals And A Program To Attain 
Them Add Up To Successful Sales Career 


Mrs. Amelia E. Reichert, agency 
secretary of New York Life, is 
what she calls 
“an agent watch- 
er’. She has 
watched them 
come and go, 
“through depres- 
sion and boom, 
through a hot 
wat, a post-war 
and a cold war.” 
And the differ- 
ence between 
t o p-producers 
she has seen and those who just 
make the grade, she says, lies in 
their ability to realize that growth 
and development in the life busi- 
ness is a never-ending process in- 
volving persistency and a lot of 





Mrs. A. E. Reichert 


’ 


hard work. At the “Sellerama’ 
sponsored Sunday afternoon by 
Women Leaders Round Table, 
Mrs. Reichert said there are no 
terminal points on the road to suc- 
cess, but only plateaus of achieve- 
ment which serve as way stations 
along the continuous climb to the 
summit. 


By AMELIA E. REICHERT 


What makes some agents suc- 
ceed while others don’t seem to 
want to rise above the plateau. on 
which they’ve rested so comfort- 
ably ? 

After all my watching, I’m con- 
vinced the difference not in 
background, location, _ training, 
personality connections. The 


is 


or 


difference is in purpose, “a pur- 
pose determined to reach a goal, 
which courageously studies, plans 
and works its way to success; a 
steadfast determination,” practi- 
cal, with definite goals and a pro- 
gram to attain them. 

The difference is in believing 
that there can be no terminal point 
for growth and _ development. 
Growth must be continuous and 
persistent. And one of the fixed 
prices of growth is work—hard 
work. 

But, one asks, what can I do to 
sustain a higher tempo long 
enough to break through the bar- 
rier into the higher layer? There’s 
no power in the world that can 
help us do a thing if we think we 
can’t, and won’t try. Who was it 
said, “A woman who thinks she 
can’t is probably right!.” 

If you really want to contact 
higher quality prospects, and want 

(CONTINUED ON PAGE 42) 





Robert C. ‘‘Bob”’ Braun 
Assistant Superintendent of Agencies 





Cedric Burgher, Pres. 
Home Office: Dallas, Texas 







W. W. “Woody”’ Deason 





Ed E. Sammons 
Vice President, Agency Director 


REASONS WHY 


UNITED FIDELITY 
LIFE 

HAS A 

50% INCREASE 
IN PRODUCTION 
THIS YEAR 


Andrew G. ‘‘Andy’’ Dickinson 
Field Supervisor 


Assistant Superintendent of Agencies 
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SUB-STANDARD AND SURPLUS LIFE INSURANCE 


A separate and independent organization with more than 30 years’ experience in this 
field, we are not employed by—nor in competition with—any life insurance company. 
We do, however, act as General Agent for many companies, using their combined 


coverage to offer life underwriters and their clients a unique and specialized service. 


In effect, we have applied the “Lloyd’s of London” idea to the life insurance business 
and are able to act as a Life Insurance Clearing House to help you with risks that your 
own company will not accept. In addition, for large cases—either standard or sub-standard 


—we can supply the surplus amount required beyond your own company’s retention. 


Each company we represent has been carefully analyzed and selected on the basis of 
character, proved ability of management, financial strength, high earning power 


and sound underwriting. 


Pathan 30 years, we have been helping life underwriters everywhere to obtain 
E4k or Sub-Standard Life Insurance for those of their clients who may require it. 


First Year and Renewal Commissions are paid and guaranteed 
to you by the company issuing the Policy Contract 


COIN Y 


delphia National Bank Building 
elphia 7, Pa. - Telephone: Rittenhouse 6-7141 
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“Where Is CLU Going 
In The Next 25 Years?’ 


Speaking at the annual breakfast 
meeting of American Society of 
CLU during the NALU meeting 
in Dallas, Dr. S. S. Huebner, pa- 
tron saint of the CLU movement, 
peered into his long-range crystal 
ball and ventured some interesting 
predictions for the future of the 
CLU movement and all that goes 
with it. Here is his forecast: 


The subject of this discourse in- 
volves prophecy, generally regard- 
ed as dangerous. 
Yet, having lived 
with the CLU 
movement 
throughout its 
thought de- 
velopment phase 
from 1913. to 
1927, and its op- 
erational phases 
from 1927 to the 
present, I regard 
my assignment 
an easy one. I feel confident about 
the future result—an enormous 
growth—unless we are so incredi- 
bly stupid as to turn our private 
enterprise system upside down into 
a non-enterprise common-leveling 
socialistic program. 

As I have stated: “If practiced 
as it should be, life underwriting 
meets all the requirements of the 





S. S. Huebner 





professional concept.” I know that 
25 years—yes, even 50 years—is a 
short time in the professional de- 
velopment of so large and far flung 
an industry as American life in- 
surance. Yet I have always been 
motivated by two thoughts, name- 
ly, that we must have patience 
when struggling for the attainment 
of the professional concept in a 
nation made up of 49 states, and 
that the American people are ca- 
pable of becoming intelligently in- 
doctrinated into sound beliefs and 
desires through the educational 
system of the nation—both second- 
ary and collegiate—if it is planned 
as it should be for the public wel- 
fare. 
Attainment Thus Far 

CLU results attained during the 
past 31 years—the initial and ex- 
ploratory, and the selling and fight- 
ing spade-work years of the Amer- 
ican College of Life Underwriters 
since its incorporation—seem most 
satisfactory to those in close touch 
with the motivation of the pro- 
gram. Over 7,600 have completed 
the entire series of examinations, 
and over 7,300 have received their 
CLU designation. Over 10,300 
additional candidates have received 
credit for from one to four of the 
five examinations. 

Thus far nearly 28,000 candidates 
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have been registered to take CLU 
examinations. Many more _ thou- 
sands have undertaken CLU stud- 
ies without sitting for the exami- 
nations, and our records indicate 
that fully 55,000 life insurance men 
and women have used the CLU 
studies to improve their service to 
the public. Last June, 5,400 can- 
didates sat for nearly 6,700 exam- 
inations at 169 examination cen- 
ters distributed throughout the 
country. 

More than 600 candidates fin- 
ished all of their examinations this 
year, and 2,350 new candidates took 
examinations for the first time. 
Last year nearly 7,700 were en- 
rolled in 339 study groups located 
in 192 cities, and judging from for- 
mer years over half of the enrollees 
are in study groups identified, 
wholly or in conjunction with 
CLU chapters or other life insur- 
ance organizations, with universi- 
ties and colleges. 


Much Greater Attainment 


The foregoing figures seem for- 
midable, remembering that 31 years 
is a short period in the development 
of a sound collegiate-level profes- 
sional movement in a gigantic in- 
dustry operated throughout a large 
nation of 49 states. But these fig- 
ures will seem small 25 hears hence. 
The spade-work has been complet- 
ed. The ground has been enriched 
educationally for a much greater 
crop of CLUs. It would not sur- 
prise me if 25 years from now the 
CLU movement will be so gener- 
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ally recognized as the matter-of. 
course, realistic procedure to ob. 
serve in life underwriting circle 
everywhere, that nearly everyone 
will say—even former opponent; 
since memories are short—‘It has 
always been that way.” 

What are some of the factors and 
ideas which the American College 
of Life Underwriters and _ the 
American Society of CLU shoul 
regard as vital in answering the 
question: “Now where are we go. 
ing?” Personally, I recognize the 
following as vitally important to 
the future progress of the CLU 
movement, although time limits 
permit little more than an enum. 
eration: 

1. Strict maintenance of the 
present collegiate status and the 
existing educational standards of 
the American College. This in. 
volves many existing beliefs and 
practices such as the maintenance 
of the independence of the college, 
the avoidance of honorary desig. 
nations or “waivers” of the CLU 
designation, the development of 
the most perfect system possible 
for the grading of examinations, 
the thorough periodic revaluation 
of the study materials used, the 
avoidance of short-cut package as- 
signments of study material as 
compared with a comprehensive 
coverage of each of the five parts 
of the CLU program, and the main- 
tenance of uniform standards and 
practices on a_ collegiate level 
throughout the entire nation. Let 

(CONTINUED ON PAGE 45) 





GREETINGS to th N A. L. U. CONVENTION 
Jrom WASHINGTON, D.C 


WASHINGTONS GENERAL AGENTS 
and MANAGERS SEND BEST 
WISHES to thee MEMBERS 


of THE NATIONAL ASSOCIATION 


of LIFE UNDER WRITERS 





GEORGE P. SAMPSON 
MANHATTAN LIFE INSURANCE 


Specializing In Surplus Business 
Sub-Standard, Up To 1000% Mortality 
Sampson Bldg., 2008 Hillyer Place, N.W. 


General Agent 


COMPANY 


DE 2-6604 








General Agent 


1413 K Street, N.W. 
NAtional 8-3926 


THOMAS F. BARRETT, 


CONNECTICUT MUTUAL 
LIFE INSURANCE CO. 


JR. 


917—15th St, N.W. 


JOHNSON & ADAMS, INC. 
General Agents 


CONTINENTAL ASSURANCE CO. 


NAtional 8-9112 


CHESTER R. JONES, C.L.U. 


MASSACHUSETTS MUTUAL LIFE 
INSURANCE COMPANY 
300 Wyatt Bldg. 


and 
ASSOCIATES 


Washington, D.C. 





ae 








Employee Benefit Plans 
Marsh Building 





J.D. MARSH & ASSOCIATES 


Financial Planning-Personal & Business 


EXecutive 3-7343 


1000 Fidelity Bldg. 
8th Floor, Wire Bldg. 








J. HENRY HOOPER AGENCY 
of 
PROVIDENT MUTUAL LIFE INS. CO. 
Offices 


Baltimore — Washington — Annapolis — Easton 


Baltimore, M.D. 
Washington, D.C. 








GEO. A. HATZES AGENCY 


FIDELITY MUTUAL LIFE INS. CO. 


General Agent 


1630 Connecticut Ave., N.W. 
Washington 9, D. C. 
HObart 2-6800 
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Tells How U.S. Chamber Tries To Keep 
OASI From Hobbling Individual Freedom 


Here is the text of “Social Secu- 
rity and Freedom of the Indivi- 
dual,” by Karl T. Schlotterbeck, 
social security specialist of the 
U. S. Chamber of Commerce, as 
prepared for delivery on the agents 
forum program of National Assn. 
of Life Underwriters in Dallas. 


“Why did the chamber produce 
4 film on social security? It’s 
understandable why that question 
might be asked. Some __ people 
honestly believe that the Chamber 
of Commerce of the United States 
fought and opposed social security 
in its early days—that it’s only in 
the past decade or so the national 
chamber has supported the pro- 
gram. That is to say, in some 
circles, the chamber is regarded as 
a Johnny-come-lately—10 or 15 
vears behind the times. 


No Opposition To SS 


Recently, I reviewed every of- 
ficial statement the national cham- 
ber has ever made on social secur- 
ity. Nowhere was there any 
opposition to social security. 

Now to answer the question— 
why did the chamber produce this 
social security film, “A Matter of 
Choice” ? 

Of course, you all know that the 
chamber is dedicated to the pro- 
motion of private enterprise. Pri- 
vate enterprise rests upon indivi- 
dual freedom—freedom of choice. 
The freedom for each person to 
decide how he wants to use his 
income! How much he wants to 
spend! How much he wants to 
save! And without this freedom 
of choice—the free market—and 
without new money savings of 
individuals, our private enterprise 
system could not survive. 





Desires Only Protective Floor 


As long as social security is con- 
tinued as originally intended—a 
program providing benefits as a 
“floor of protection” against want 
in old age—it will continue to be a 
constructive factor of the Ameri- 
can way of life. I believe most who 
understand social security want it 





Here From Life Of Georgia 


Life of Georgia's home office is 
being represented at the conven- 
tion by I. M. Sheffield Jr., chair- 
man; Rankin M. Smith, vice-pres- 
ident for field operations; W. S. 
Owen, vice-president for business 
development, and T. D. Wakefield, 
director of training; also, J. M. 
Jackson Jr., G. S. Cutini, A. W. 
Read and C. D. Cothran, zone di- 
rectors of agencies. 


American United Life Hosts 


Hosts for the American United 
Life company dinner Thursday 
night at the Baker hotel are Eber 
M. Spence, vice-president and di- 
rector of agencies, and Kenneth 


E. Truax, superintendent of agen- 
ties. 


to do just that—provide a “floor of 
protection” against want and desti- 
tution. They don’t want it to 
become a system of “total protec- 
tion” which robs the individual of 
initiative and self-reliance. Under 
the system, as Congress intended, 
each is free—in fact, each is ex- 
pected—to build on that “floor” 
additional old-age protection 
through his own efforts. A sort of 
do-it-yourself—preserving the dig- 
nity of the individual by protecting 
his right to make his own deci- 
sions! 

But too few persons have taken 
the trouble to understand social 
security. 

During the past few years I 
have come across many different 
examples of misunderstanding. 

For example, I remember a let- 


ON 
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worked for the ways and means 
committee of the U. S. House of 
Representatives in 1953. The 
writer called attention to the bil- 
lions of dollars in the social 
security trust fund. In his letter he 
said that these billions of surplus 
were really profits that the gov- 
ernment had made from the old- 
age insurance premiums he and 
millions of others had been forced 
to pay. He thought it was wrong 
for the government to make these 
profits from hard-working people 
—Congress ought to pay out these 
profits through bigger benefits 
from the trust fund. The fact is, of 
course, that there are no profits. 
There were a number of other 
letters at that time along the same 
line. 


Other Confusion Examples 


Now let me give you some other 
examples of misunderstanding! 
“The socitl security program is 


ter from a man in Georgia when I a va‘t government insurance pro- 
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STRENGTH 
to endure... 


29 


gram.” That’s from a high school 
textbook used in civics and social 
science classes. The fact is: It isn’t 
insurance. The government said it 
wasn't. 

Here’s another: “A person enter- 
ing the system is given a card—(a 
social security card)—which bears 
a number. This number is not just 
a tag to identify him; it is the 
number of a special account (like 
that of a savings account in a 
bank).” That’s from another high 
school textbook. The fact is: The 
“account” is merely a record of 
earnings credited to the individual 
worker covered by social security. 

Another quotation: “Each pay- 
day part of the earner’s wage is 
taken from him and placed to his 
credit in the federal Treasury. And 
another sum is taken from his 
employer and placed in the Treas- 
ury. When the employe becomes 
65, he can retire from work and 
receive income from the savings 
taken from him and his employer 








These underlying qualities of Southland Life Insurance Com- 


pany guarantee the planned protection of over half a million 


American families ...strengthen and broaden the services 
rendered by Southland Life Agents. 


Southland Life is dedicated to the principle that “Security and 
Service are the best measure of size.” Southland Life Agents 


who serve the public, the policyowners and beneficiaries pro- 
tected by Southland Life insurance plans, may truly .. . 


Face the Future with Confidence 


Southland Life Insurance Company will continue to provide 
Security and Service of the highest quality, and help create 


and maintain jobs for Americans through sound investment 


of company resources. 


The accomplishments of the past 50 years are merely a chal- 


lenge to greater service and progress in the years to come. 


Southland 


Serving 
Since 
1908 





Home Office 


HOSPITALIZATION e 


HEALTH e 


e Dallas 


GROUP 
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during his working years. In this 
way the law requires an individual 
to save so that he has an income 
when he is no longer employed.” 

That’s from another high school 
textbook. The fact is: No govern- 
ment agency keeps a record of the 
social security taxes paid over the 
years by any person or by his 
employer. 

Now let me read you another: 
“In case the worker dies before he 
reaches the age of 65, all the 
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money he paid in, plus interest, is 
given back.’—Another high school 
textbook! 

I could give you other quotations 
from syndicated columnists, uni- 
versity professors and others—all 
misunderstandings about this pro- 
gram. 

But the significance of these 
misconceptions—and this is what 
the national chamber is deeply and 
sincerely concerned about—is that 
the soundness of social security 
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depends upon the willingness of 
workers in the future to continue 
paying the taxes required so that 
benefits will be forthcoming as 
promised. And a forthright, clear 
understanding is essential to a 
continued willingness to pay taxes. 

A couple of years ago the na- 
tional chamber sampled the under- 
standing of social security of 
leaders in several communities. In 
every case, we found widespread 
misunderstandings. These findings 




















A Great Sales Team 
reaches New Highs 


190, or 1 in 8.1, 


of our full-time representatives are 1958 MDRT Members 


237, or 1 in 6.5, 


of our full-time representatives are CLUs 


596, or 1 in 2.6, 


of our full-time representatives received the 1958 NQA 








$29,712 was the average earnings of our 100 leading 


producers 


$12,488 was the average earnings of the 615 men with 
us five years or longer, with one in six earning over 


$20,000 


118 representatives placed over $1,000,000 Ordinary 


in our Company 


100 leading producers sold an average of $1,454,004 


per man 


21.9% of Company’s Ordinary sales were placed by 
representatives in their first and second contract 


years 








LIFE INSURANCE COMPANY 
i SPRINGFIELD, MASSACHUSETTS 


The Policyholders’ Company 
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have been verified by opinion polls 
Thus, it’s not surprising to lear, 
member of Congress speak on the 
floor as follows: ‘“‘What is social 
security ? Well, it is something that 
does not cost the taxpayers or the 
government anything whatever for 
the payment of any of its benefits 
strangely enough. It is insurance 
pure and simple.” The fact jis: 
Social security taxes are a cost t 
every covered worker and to every 
employer. ; 


Something For Nothing 


At this time he was speaking jp 
support of a certain social security 
proposal and he went on to say 

“We have heard much talk 
about our annual foreign aid that 
has already cost taxpayers over 
$55 billion. Now, what about a 
discussion of some American aid 
that will cost taxpayers nothing 
whatever?” 


Doubtless other Congressmen 
reflect similar misconceptions— 


like the misunderstandings of the 
people back home—their consti- 
tuents. 

The national chamber believes 
that a clear, correct understanding 
of social security—what it is—who 
pays for the benefits—and what it 
is not—is indispensable to main- 
taining a sound social security 
program—and maintaining it ina 
manner that will preserve indivi- 
dual incentives, and most impor- 
tant of all, the freedom of choice of 
the individual. 








Northwestern Mutual Dinner 
Acting as hosts for the company 
dinner of Northwestern Mutual at 
the Adolphus hotel Thursday night 
are Grant L. Hill, vice-president 
and director of agencies; Harold 
W. Baird and Robert E. Templin, 
superintendents of agencies, and 
Harold W. Gardiner, director oi 
education and field training. 


Representing National L.&A. 
Rufus E. Fort Jr., vice-president 
of National Life & Accident, 1s at- 
tending the convention as repre 
sentative of the home office. 





HOME OFFICE EXECUTIVES 


Help your agents sell! 
with their own 


PERSONALIZED 
MONTHLY NEWSLETTER 


This exclusive newsletter is custom-tal- 
lored to your company’s philosophy < 
sales policies. Invaluable for prospecting, 
motivating and building centers of inilu- 
ence. A most effective tool for establishing 
agent and company prestige. _._. 
We do all the work—writing, printing, ™ 
printing, ready for the agents to mall, : 
at a cost that your company cannot poss! 
match. The writing and editing are by an 
outstanding staff of life insurance an . 
tate planning authorities, the publishers ¢ 
Estate Planners Quarterly. 
Complete details furnished to home office 
executives on request. 


Farnsworth Publishing Company, In 
215 West 34 Street, New York 1, N. ': 
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IS FOR QUALITY 


In 1958, 148 Jefferson Standard field associates earned the coveted National Quality 
Award, symbol of quality performance. Jefferson Standard salutes this select group. 
Special recognition is accorded those associates pictured below who have earned 
this honor for 14 consecutive years... every year since the NQA was instituted. 


TOP NQA WINNERS 
14 YEARS 





W. H. Andrews, Jr., C. L. U. J. T. Comer, C. L. U. M. A. Rosoff, C. L. U. Stanley Sturm 


Greensboro, N. C. Gastonia, N. C. Philadelphia, Pa. Greensboro, N. C. 
13 YEARS 12 YEARS 11 YEARS 

David H. Andrews, Statesville, N. C. W. Dick Hinton, Greensboro, N. C. J. P. Deal, C. L. U., Knoxville, Tenn. W. H. Branch, Chapel Hill, N. C. 
E. Frank Andrews, Greensboro, N.C. John L. McCann, Sr., Charlotte, N. C. R. C. Flemister, Jr., Birmingham, Ala. J. P. Duncan, Marshall. Texas 
W. Lester Brooks, Charlotte, N. C. Dorman T. Payne, North Wilkesboro, N. C. Ben E. Lukefahr, St. Louis, Mo. |. W. Gillett, El Paso, Texas 
L. Roy Cloninger, Amarillo, Texas William J. Schnabel, San Antonio, Texas James A. White, C. L. U., Charlotte, N.C. Carl H. Green, Birmingham, Ala. 
J. P. Fritts, Chattanooga, Tenn. Albert Lee Smith, Sr., Birmingham, Ala. Harry A. Laue, Forth Worth, Texas 
W. H. Gaither, Charlotte, N. C. William H. White, Sanford, N. C. A. Joyner Lewis, Jacksonville, N. C. 


F. McKey Smith, Washington, D. C. 
S. Baxter Wilson, Florence, Ala. 





SS Je INSURANCE COMPANY Home Office: Greensboro, N.C. —wt 
® 
Represents The Be ii The 
Jefferson Standard Jefferson Standard 
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Notes Responsibilites Of Privileges 


(CONTINUED FROM PAGE 22) 


conscientiously, without compul- 
sion from without. Time is our 


only capital, and if we squander it, 


we are in danger of total eclipse. 
Let’s use it. 

We set our own goals and do our 
best to reach them. There are so 
many ways of doing it. I guess 
that there are as many ways as 


there are agents. If we find that 
one way is not working out for 
us, we can choose one of many 
other avenues that may speed us 
to our pot of gold. The important 
thing is that we have faith and 
continue to look up and search for 
our own best way. Robert Brown- 
ing said, “Tis looking down that 


makes one dizzy.” Try looking 
down in a fast-moving elevator. 
You will fall flat on your face! 

Who are our prospects and our 
clients? In the main, they are 
people of our own choosing. We 
are free to contact and tell our 
story to anybody we want. We do 
not have to wait for people t~ come 
strolling into the office. Ve vould 
be in bad shape if we did wait. 
People may realize that they need 
our services, but they usually wait 
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MUTUAL BENEFIT LIFE 


Whatever his profession, today’s specialist 
depends more and more upon new and better 
tools of his trade. The life insurance agent, 
for instance, needs increasingly specialized 
training and tools to diagnose a client’s needs 
and plan his future protection. 


The Mutual Benefit Life man not only 
enjoys the unique advantage of offering 
Mutual Benefit Life’s famed True Security 
—he also works with the most comprehen- 
sive sales aids in the life insurance field. 


For example, Mutual Benefit Life provide: 
him with: 


Modern selling aids such as these assure 
the Mutual Benefit Life man of a more 
productive, and rewarding career—a more 
predictable and comfortable future. They 
promote TRUE SECURITY not only for 
his clients, but for his family and himself. 


MUTUAL BENEFIT 


The [| FE Insurance Company 
for TRUE SECURITY 


INSURANCE COMPANY, NEWARK NEW JERSEY 





THE MAN FROM 
GETS THE BEST 


Audio-visual presentations, each thor 
oughly sales-tested before he gets then 


Merchandising and educational materia 
such as the following, designed to reacl 
the most lucrative individual prospects: 


a. SELECTIVE GROUP MERCHANDISING— 
An advanced prospecting and selling con- 
cept for intimate contact with the business 
and professional leaders of today—and 
tomorrow. 

b. MEDICAL FIELD KIT AND “MD” PLAN— 
Complete guides to the monied medical 
market. 

c. SELECTIVE INCENTIVE PLAN— 

Brand new packaging of a dynamic selling 
idea to meet the needs of many businesses 
which find usual employee benefit plans 
inadequate. 
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until we come around and sugges 
it before they take action. 

In exposing ourselves favorably 
to the prospect, we have a definite 
duty to know our business, t 
know something of his situation, 
so that, in the light of the informa. 
tion, we can suggest the best pos. 
sible solution in his specific case 
This entails study, observation ang 
application—all three. Each on 
individually is necessary, but jt 
takes the trio to accomplish the 
goal. 


A Marvelous Opportunity 


We have a marvelous opportun- 
ity for mental growth in_ this 
business. We need never lose vigor 
thinking the same set of thoughts 
continually. New thought is ney 
life. Fresh vistas of learning, both 
through study and_ observation, 
are constantly demanding our at- 
tention, and that certainly is of 
benefit to us, not only as agents, 
but as human beings. I found out 
many years ago, that even though 
we study, we do not really learn 
until we teach. Let’s get out and 
do some teaching. We have a 
golden opportunity. 

Grow Emotionally 

We benefit emotionally as we 
grow—and grow we must—if we 
stay in this business. Goodness 
knows, there are days when we 
are in the depths of despair and 
gloom, and we wallow in self-pity. 
We feel that nothing is worth the 
strain. But if we are emotionally 
mature, we keep on, knowing that 
no honest effort is wasted. Sudden- 
ly, we find a person we can help, 
and, presto, up comes our zeal 
again. 

When the blue days come, let 
us take comfort in the knowledge 
that the product we offer is one of 
the finest, most successfully tested 
commodities that has ever been 
devised for the economic, emotion- 
al and spiritual well-being of our 
fellow men. 

Then there is the unusual oppor- 
tunity we have to render a real 
service to humanity, to win re 
spect and friends. Charles Dickens 
said, “No one is useless in this 
world who lightens the burden of 
it to anybody else.” 


Contribution Is Recognized 


Any insurance agent who has 
ever witnessed a death claim and 
has seen a widow’s eyes fill with 
tears at her husband’s manifesta- 
tion of love, any agent who has 
seen a policy mature and give @ 
student a chance at a college edt- 
cation, a family the down-payment 
on a home, or a young man a Start 
in his profession, knows that he 
and his co-workers have conttr 
buted something to lighten the 
burden for somebody. 

To merit the confidence and 
respect of our prospects and clients, 
we must do the best job that we 
can for them, even though we 
not see any immediate monetafy 
reward. Each prospect and client 
must know that we are genuinely 
interested in him, in his hope 
his ambitions, his desires for him- 
self and his loved ones. 
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Agents Urged To Vote 
In November Election 
Regardless Of Party 


Members of National Assn. of 
Life Underwriters were urged to 
study the qualifications of candi- 
dates in the November elections 
and then to vote, because “the 
time has now come for Americans 
to recognize the principle of pri- 
vate initiative in public affairs.” 

Miss Billye N. Russell, president 
of Pilot Club International and an 
attorney at Houston, said in re- 
marks prepared for delivery at the 
NALU convention in Dallas: 

“It doesn’t matter whether you 
are a Democrat or Republican, 
your responsibility is the same. 
Study the qualifications of our 
candidates, their records of accom- 
plishment, and then choose those 
men and women for public office 
as carefully as we do our close 
friends, thinking of what is best 
for cur country, not what we can 
gain personally. 

Top Leaders Agreed 

“It was my privilege early this 
year to attend the conference on 
foreign aspects of the U. S. nation- 
al security arranged at the request 
of President Eisenhower. It was 
interesting to see the top leaders 


| of both political parties on the 


same program and in agreement 
on any subject. Whether you are 
for or against the foreign aid pro- 
gram, at least we need to be in- 
formed citizens on a matter of 
such great importance. How many 
times have you informed your 
Senators and Congressmen of your 
views on matters affecting the 
welfare of our nation? 

“Remember they are capable of 
errors and that they are servants 
of the people. This is our right as 
citizens of a free nation. If a bad 
choice is made, we the people are 
at fault and we can do something 
about it at the next election. 

“What we do or fail to do will 
determine the strength or weak- 
ness of our country. 

“We must assume responsibility 
for making the path for our citi- 
zens of tomorrow, our children of 
today. Not only must we make a 
path, but we must help to keep the 
pace.” 

Miss Russell spoke at a luncheon 
sponsored by the NALU commit- 
tee of women underwriters. 


Hosts For B.M.A. 


The company dinner of Business 
Men’s Assurance Thursday night 
at the Adolphus hotel has as hosts 
J. C. Higdon, president ; J. W. Say- 
ler, vice-president in charge of 
sales; G. J. Tritch, field manager; 
Bernard Johnson and C. R. More- 
land, regional field managers. 


Continental Assurance Hosts 


Hosts at the Continental Assur- 
ance company dinner at the Stat- 
ler-Hilton hotel Thursday night 
are Paul C. Green and Hugh S. 
Betts Jr., superintendents of agen- 
cies, and William P. Bell, resident 
superintendent of agencies. 
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Shenandoah Life has come up with a corker 
of a Field Sales Program designed for the man 
in the field — to give him what he wants — when 
he wants it. 


@ Quick: service in setting up life 
programs to fit individual needs 


e@ Continuous sales training 
directed by a specialized staff 


e New, self-selling promotion 
material written in the pros- 
pect’s language 


INCREASE YOUR EARNING POWER EASIER AND FASTER WITH SHENANDOAH 


For full information, write: 
G. Frank Clement, C. L. U. 
Vice President in Charge of Agencies 


Shenandoah Life 
Sroaurance Company 


Home Office © Roanoke, Va. 











A Mutual Life Insurance Company Owned By And Operated For Its Policyhoiders 
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- . . The assets are not intended to be tensive study.” Leading member, 
Cites Ties Between OASI, Lite Industry equal in amount to the accrued of the insurance industry haye 
obligations of the OASI program served as consultants in previoy 
at any one time. This is so because studies and are on the presen 
old-age and survivors insurance these programs are compulsory advisory council, whose report op 
system.” provisions of the social security under federal law and can count on the long-range financial position of 
“He explained the operation of program and a second fund hold- continuing participation in the the social security system is due 
the OASI trust funds “because ing receipts of the disability in- programs and the continuing pay- by the end of this year. 
there has been considerable mis- surance provisions of the program ment of contributions.” Mr. McKenna declared that “the 
understanding about them from are used for current benefits and Mr. McKenna pointed out that membership of these _advisory 
time to time.” administrative expenses of the the financing provisions ot the groups illustrate very forcefully 

“Most of the receipts of the trust programs,” he said. “The remain- social security program “have how consistent and close the rela. 
funds—one holding receipts of the der is invested in federal securities. been, properly, the subject of in- tionship between private insuranc 

companies and the social insurance 
program has been.” 

Mr. McKenna also exhibited , 
14-minute animated cartoon, colo; 
motion picture, “Sam’l and Social 
Security,” developed recently by 
the Bureau of Old-Age and Syr. 
vivors Insurance to offer’ a brie 
non-technical explanation of how 
the social security program works, 
Mr. McKenna explained that the 
film is designed principally for 
showing to audiences whose 
knowledge of OASI is meager. The 
movie points out that the social 
insurance program “is just one 
manifestation of the search for 
security that mankind has engaged 
in since the beginning of recorded 
history.” 


Shows Accounting Methods 


(CONTINUED FROM PAGE 20) 


of their rights under the OASI 
















How Pacific Mutual does more 


for future Agency Managers... 


Ma with rts 


“YEARS AHEAD" 
/ Management 
levelopment 


|, program 





The film illustrates how social 
security accounts are established 
and maintained, how the trust 
funds are built up from payments 
by covered employes, employers 
ill oh and the self-employed, and how 
meee te ft; social security benefits are applied 
for when they become due. 

Mr. McKenna_ explained that 
showings of “Sam’l and Social Se- 
curity” can be arranged through 
any of the 584 Social Security Ad- 
ministration district offices in the 
United States, Alaska, Hawaii, or 
Puerto Rico. 





On Hand From Southland Life 


Representing the home office of 
Southland Life at the convention 
are Dan C. Williams, president; 
Ben H. Carpenter, executive vice- 
president; Kenneth B. Skinner, 
vice-president and agency director, 
and Field Scovell, vice-president 





With a substantial salary (no personal production 
required) Pacific Mutual Management Development Pro- 


ws gram participants devote full attention to management aid disectot of oxdenary sae 

duties. Candidates who pass the strict qualification tests Vinten Wale seakienes vice-pres- 

ippttiecdtci and interviews, work as Agency Supervisors while being ident and director of training; 
trained by outstanding Agency Builders. After training, Glenn M. Brooks, vice-president 

your gous. ‘ Fe and director of A&S, and John L. 


. . 2 J h ° : . ‘ : ) 
participants fill Agency Executive openings as they arise Eines, viee-presiieel sac ia 


PACIFIC MUTUAL builds its of public relations and advertising. 









field management through a Can you qualify ? = 

i t oe e es e 

eI RPARERSIH ov Men under age 35 with a college degree who are married Lincoln National Dinner 

i af ar if and have at least one year personal production experience : of 
intensive training program in are eligible for consideration. Write in strict confidence se ae -_— 
the skills and techniques of giving details of personal and business history to: nig he at the Bagineering hed a. 
successful Agency Development. sic ciabihlalSiiiiaieidiie Cecil F. Cross, vice-president # 
‘fo N ‘dine director of agencies; Willard © 
paar ge Brudi, 2nd vice-president, and Rob- 


Angeles 55, Californi 
Los Angeles _— ert Wehmeyer, assistant supefil: 


tendent of agencies. 





Home Life Dinner 


Pracific } Mutucl Francis H. Low, assistant to the 


president, is host for the Home 


Life dinner Thursday night at the 


Home oFFice: Los Angeles, California Baker Hotel. 


...a@ company that looks to the future! 
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your policyholders get this 





Renewal Warranty 


with Combined’s ‘Royal Banner’ 
Hospital and Medical-Surgical Policies 


Another progressive stride by Combined ! 


This Renewal Protection Warranty is included with 
each low-cost Royal Banner Hospital Policy and/or 
Royal Banner Medical-Surgical Policy. The Warranty 
assures no individual cancellation or non-renewal 
(unless similar action is taken by the Company on 
all policies in the state), no individual premium 
increase (unless similar action is taken by the 
Company with respect to all policyholders in the 
insured’s class). No post-claim underwriting. 


This remarkable new sales tool will increase your 
referral interviews and closing percentage and pave 
the way for long-term renewals through better 
persistency. 


It’s another example of how Combined, world’s 
second largest exclusive accident and health company, 
can help you to success in the A & H field. 


For details on our Royal Banner Policies—and what 
they can do for you — fill out the coupon below and 
mail it today. 





NOTICE OF 
EXECUTIVE ACTION 


EST. 1919 
RENEWAL PROTECTION WARRANTY 


NOTICE OF 
EXECUTIVE ACTION 





Be it known that on June 1, 1958, the &: hive €o lee of Combined Sr 





wtnerica resoleed and duly de ined lo fr 
foims 15047 and 15049. This decision &s 


on and after thal dale, 


Riders 15583 and. 15584, provides the following: 
A. No Individual Cancellation or Non-renewal. The 





15067 ot 15049 wilh rider 





on Soplomber 4, 1958, with 
helen of rc ofr ag 1 1868 aed oil be fie on ap 1068 


Be it further known that the Company warrants that the Renewal Protection as afforded under 


15583 0+ 15534 allached afer és 
or after the payment of any claim under such policy and rider. 
Warranty not applicable in the states of North Carolina and Georgia 
COMBINED INSURANCE COMPANY OF AMERICA, HOME OFFICE, CHICAGO 40, ILLINOIS 





aoe f d fe barhie of the 


1y cannol individually cancel or non-renew 
08 o 9, unless tt doclit dina EP sgt sag én he in- 
B. Premiums Adjustable on State Basis Only. 0 such individual policy may be singled oul fora premium 
fe jem rales may be adjusted remecsswnes adpusted all such policy- 
Po ap pers pS im APY Sa Fi si “a 
C. Policy Coverage Never Restricted After Issuance. The Company cannol restrict or modify 


“Fink pallgpaes sane 














COMBINED 


INSURANCE COMPANY 
OF AMERICA 
W. CLEMENT STONE, PRESIDENT 
5316 Sheridan Road, Chicago 40, Illinois 


ee ee 4 


Cembined Insurance Co. of America, Dept. 119 
5316 Sheridan Road, Chicago 40, Illinois 


Gentlemen: I am interested in details about 
your Royal Banner Policies and how I can 
qualify to sell them. 


Name 
Address 
City. State. 


sich sie: icspe ses aire nibeden acancninigereh oi 
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ONVEN 


ON 








PUT ’ER 
THERE, 
PARDNER! 





On behalf of all Texans 
we extend the warm 
hand of welcome to 

our friends throughout 
the life insurance 
industry, and extend 
best wishes for a 


successful convention. 









American General 
LIFE INSURANCE COMPANY 


Texas 





HOUSTON *® 


B. N. WOODSON, CLU President 
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President Adams Reports 
To The National Council 


(CONTINUED FROM PAGE 8) 


fit of capable leadership and wise 
counsel and we are properly proud 
of the progress of NOQA and the 
things it stands for. 

Our General Agents & Managers 
Conference is growing by leaps and 
bounds. Local GAMC units have 
sprung up all over the country and 
are the best means of promoting 
harmony and fellowship among 
agency managers and_ general 
agents at the local level. Moreover, 
GAMC has developed a practical 
course of study in the area of agen- 
cy management in cooperation with 
LIAMA. It has proved to be ef- 
fective and helpful in pilot tests 
and is now ready for general use. 


Cites GAMC-CLU Cooperation 


GAMC is also cooperating in the 
promotion of the CLU course in 
agency management which has 
been refined to be of greater prac- 
tical value and usefulness to mem- 
bers engaged in agency work. The 
two courses of study promise to 
throw new light onto the dark mys- 
teries of successful agency conduct. 
Many leaders have said that agen- 
cy management has been the neg- 
lected area of life insurance edu- 
cational progress. GAMC activity 
along these lines gives assurance 
that this often noted shortcoming 
will not continue to exist for long. 

Thus, the major activities of the 
NALU itself and its affiliated or- 
ganizations are all in good hands 
and are moving ahead construc- 
tively. There are many other ac- 
tivities in your behalf supplement- 
ing these and you will hear about 
them through our committee chair- 
men. 

Of recent development has been 
the public service program awards 
under the sponsorship of the In- 
stitute of Life Insurance. Dr. Louis 








Home Office: Fort Worth 


Management Opportunities in Corpus Christi and Austin 
Call John McDuff, Agency Vice President, for details EDison 5-9575 in Fort Worth 


YEAR 


OF SERVICE 





Ist Dy 


I. Dublin directs this activity whig, 
culminates in the presentation 4 
local associations of NALU, } 
classification according to size, ¢ 
recognition because of efforts j 
the fields of health and welfare, 
Program Highlights Generosity 
This special program highlighy 
the fact that ‘the American peopl 
are perhaps unique in their gene. 
ous sponsorship of philanthropi 
and civic betterment movements 
all types. In no other country i 
there such widespread voluntg 
support of both public and private 
organizations devoted to improy- 
ing the health and welfare of both 
near and far neighbors—the child 
down the block who needs a com. 
plicated heart operation in order to 
have a chance to live, and the j.. 
literate adult thousands of miles 
from our shores who needs train. 
ing in order to have a chance to 
make a living.” 
chase a suitable land site and cop. 
struct its own headquarters build 
ing in Washington, D. C., under. 
went complete and detailed reviey 


by the full board of trustees, the| ¢ 
executive committee, and the build.) 


ing committee at a series of special 
meetings in July and August. 


Concern Over Delays 


What occasioned these special 
meetings was the concern felt by 
your president and other associa- 
tion leaders over prolonged delays 
in getting the building started, 
because of progressive increases in 
cost over original estimate, and be- 
cause of conditions and restrictions 
imposed on NALU by the U.S. 
government. 

The upshot of the board of trus- 
tees’ session was a resolution de- 
signed to point up NALU’s objec- 
tives in connection with the pro 
ect. Chief points: (1) reduction| 
from $1 million to $750,000 the 


maximum amount to be spent fot] j 


building construction; (2) the ex 
ecutive committee must give prior 
approval of contract commitments 
and over-all specifications ; (3) siz 
of the building committee is uppet 
from five to seven members, it- 
cluding the president and manag, 
ing director; and (4) the building 
committee was directed to proceet 
with its plans to consummate wit! 
the government, the transfer 0 
property involved in getting a lag 
er land site in Washington, D. ¢, 
directly across from the State De 
partment buildings. 


Building Committee Resigned 


The building committee—headet 
up by past President Charles E 
Cleeton, CLU, Occidental of Cal 
ifornia, Los Angeles—which hi 
served NALU so diligently a 
well over the years, chose to t 
minate its services. 

With the approval of the ext 
tive committee, the president 
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ointed a new building committee 
to have charge of erecting the pro- 
posed NALU headquarters. It in- 
cludes Arthur W. Defenderfer, 
John Hancock, Washington, D. C., 
as chairman; former NALU Pres- 
ident Stanley C. Collins, CLU, 
Metropolitan, New York City ; for- 
mer NALU Trustee John C. Don- 
ohue, Penn Mutual, Baltimore; 
former NALU Trustee and LUTC 
President Herbert R. Hill, CLU, 
Life of Virginia, Richmond; and 
incumbent Trustee David M. Blum- 
berg, Massachusetts Mutual, Knox- 
ville. The president and Managing 
Director Schriver are members of 
the committee as per the board ac- 
tion. 

The new building committee and 
the executive committee met in 
separate and joint sessions in 
Washington, D. C., on Aug. 5 and 
6. At this time, plans were made to 
accelerate rapid construction of a 
headquarters structure tailored to 
the actual needs of NALU and 
LUTC, and which maintains the 
essential promises to life under- 
writers memorial building fund 
contributors. 


Urges Question-Asking 


Your committee chairmen will 
present their reports throughout 
the day. They solicit your atten- 
tion and interest. These are the 
activities of your association and 
in most cases go to the construc- 
tion of association policy. Feel 
free to ask questions to clarify 
points to your satisfaction. Let me 
assure you that weeks, days and 
hours have gone into their devel- 
opment by committee members, 
chairmen and headquarters aides 
on your behalf. 


It seems almost impossible to 
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write this kind of a paper without 
some “viewing with alarm.” I can- 
not add a great deal to what has 
been said by predecessors but I 
can urge you not to forget. Jumbo 
group, group on group, fictitious 
groups, the direct writing of cov- 
erage with token commissions, 
gimmick policies, watering down 
the effectiveness of full-time life 
insurance men with side lines, will 
take their toll in time if they have 
not already done so. 

Your guess as to the future of 
this wonderful business with its 
nobility of purpose and use must 
not be sacrificed on the altar of 
expediency. You cannot place, 
maintain and service our product 
without intelligent and dedicated 
agents. The field forces are the 
companies’ greatest assets. If they 
are dissipated you will liquidate the 
life insurance business. 


Social Security ‘Flim-Flam’ 


Your field forces are under at- 
tack from other enemies of the in- 
stitution of individual life insur- 
ance. And I refer to the steady ex- 
pansion of the tax benefit system 
called social security. In this con- 
nection, I am inclined to use the 
word “flim-flam.” The fact that 
man and wife can both pay taxes 
but receive only one benefit is not 
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made clear until time of receipt of 
benefit. A man who dies at age 64 
without depestdents leaves nothing 
but a small death benefit. A widow 
with dependent children loses her 
benefits if she remarries. And with 
these, there are many other reasons 
why lack of information to the tax 
payer causes me to call the system 
“flim-flam” as long as it is called 
insurance. 

Could you write a life insurance 
policy if you told the prospect you 
aren’t sure what it will pay, but 
you know the rates will be in- 
creased? And if you didn’t tell him 
these things, wouldn’t you be guil- 
ty of misrepresentation or with- 
holding information ? 


Election-Year Boosts Sure 


It is now apparent that social 
security increases in election years 
are as certain as death and taxes. 
The record of increases and ex- 
tension since 1948 should prove 
this. Many have been able to see 
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this development in advance. One 
of the most prominent was Sen. 
Byrd, who said in 1935—“In all 
your estimates, you ignore the po- 
litical situation where all of this 
will be made an issue of every cam- 
paign both as to retirement age and 
amount of pension.” 4 

When the law was first passed in 
1935, it was estimated that benefit 
payments in 1955 would amount to 
$888 million. Instead the amount 
was over $5 billion. And in 1943 
social security actuaries estimated 
benefit payments in 1957 would to- 
tal $1.2 billion whereas they were 
actually over $7 billion. 

Steve Krall of Station KOMA 
of Oklahoma City wonders “if 
there is any security for a citizen 
in a bankrup nation.” 


“‘What’s The Use?’ 

Some of you will say, “look what 
we did and it had no effect, 
what’s the use of trying.” I will 
say to them that we have not yet 
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put across to the public the com- 
plete story and until we do, we 
must continue our efforts. It is our 
responsibility more than anyone’s 
to bring out the concealed features 
of the system. I sincerely hope your 
incoming administration will bring 
your slide film project up to date, 
improve it in any way possible and 
instead of 500 get 5,000 kits in the 
hands of members to show any 
time five or more people will look 
and listen. 

We are and will be accused of 
self-interest so don’t be surprised 
when you hear such statements. 
Just remember that you are trying 
to protect the institution, which 
among many other services, has 
poured $100 billion into the econ- 
omy of this nation and puts back 
yearly $6.7 billion of which 60” 
to living policyholders. And this 
is all on the basis of freedom of 
choice not compulsion. We must 
not let the system of compulsary 
welfare wipe us out without a fight. 





“Set ona rock and built to withstand 


anything,” the home office building 


stands as a tower of strength to 


Amicable policy owners 
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LIFE INSURANCE 


WACO, TEXAS 


COMPANY 





FAITHFUL PROTECTION -.SINCE 9946 
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DOWNTOWN AGENCY 


THE PRUDENTIAL INSURANCE 
COMPANY OF AMERICA 
Home Office—Newark, N. J. 
EUBANK & HENDERSON, Managers 
40th Floor—40 Wall Street, New York 5 
Digby 4-0040 








LOUIS W. SECHTMAN 


General Agent 


200 East 42nd Street 
MUrray Hill 2-0200 


AETNA LIFE INSURANCE COMPANY 
New York 17, N. Y. 








THE CHARLES B. KNIGHT 
AGENCY, INC. 


General Manager 
THE UNION CENTRAL 
LIFE INSURANCE COMPANY 


225 Broadway, New York 7,N. Y.  BArclay 7-4500 
CHARLES N. BARTON, C.L.U., Pres. 
Maurice Ziff, V. Pres. 
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WHEELER H. KING, C.L.U. 


General Agent and Associates 


NEW ENGLAND MUTUAL LIFE 
INSURANCE COMPANY 
200 East 42nd St. New York 17, N. Y. 


MUrray Hill 7-5560 
“Just a few steps from Grand Central” 


HAROLD G. PRATT 


General Agent 


CoS 


WUTUAL/ LIFE INSURANCE COMPAND 


HARRY KRUEGER, C.L.U. 


General Agent 
THE NORT': VESTERN MUTUAL 
LIFE INSURANCE COMPANY 


386—4th Avenue New York City 
New Ideas—Old Ideals 


225 BROADWAY 
NEW YORK, N. Y. 


BArclay 7-1070 








WILLIAM A. ARNOLD, Il 


General Agent 


worefJun ANSURANCE COMPANY 


Complete Brokerage Service 


Telephone Clrcle 5-2300 
DAVID MARKS, JR., C.L.U. 
General Agent 
NEW ENGLAND MUTUAL 
LIFE INSURANCE COMPANY 


THE SCHMIDT AGENCY 


Roger W. Schmidt, C.L.U.—Arthur W. Schmidt, C.LU. 


NEW ENGLAND MUTUAL LIFE 
INSURANCE COMPANY 


270 Madison Ave. New York 16, N. Y. 








New York 17, N. Y. OXford 7-3424 


161 William St. - New York 38, N. Y. - WO 4-2367 666 Fifth Avenue NEW YORK 19 MUrray Hill 5-7200 . 
DAVID A. CARR AGENCY CONGRATULATIONS 
i CHARLES “CHICK” ANCHELL DAVID B. FLUEGELMAN, C.L.U. 
e President oe General Agent 
CONTINENTAL ASSURANCE “HAROLD N. SLOANE ere UL CONNECTICUT MUTUAL 
COMPANY “ ag A eeimaaaiesias LIFE INSURANCE COMPANY 
Life Associates—General Agents 
50 E. 42nd St. CONTINENTAL ASSURANCE 342 Madison Ave., N. Y. 17, N. Y. MU 7.5035 


All Facilities for Brokers and Surplus Writers 


111 John St., N. Y. 38, N. Y. BEekman 3-4545 
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GLENN G. GEIGER, C.L.U. 
PEI Si ii ‘ KREBS & McWILLIAMS Eounil ail. Keasenhasel 
— ad General Agents General Agent 
+e gem inion anerg ie meng waacign AETNA LIFE INSURANCE COMPANY MUTUAL BENEFIT 
261 Madi A New York 17, N.Y Aetna Bldg., Corner William & Fulton LIFE INSURANCE COMPANY 
wae ew Pg ae 5a SR ROOT Re 100 William Street NEW YORK 38, N.Y. || | 441 
ORegon 9.9494 REctor 2-7900 Digby 4-4780 4 Net 
z ‘Pia 
GEORGE B. BYRNES JAMES F. MacGRATH, JR. THE SULLIVAN AGENCY JO 
Agency General Agent FIDELITY MUTUAL LIFE NA’ 
NEW ENGLAND MUTUAL LIFE THE UNITED STATES LIFE sie ie gata pe 
INSURANCE COMPANY INSURANCE COMPANY 
Arthur L. Sullivan, General Agent 
400 Perk Ave. New York 22, N. Y. 84 WILLIAM STREET NEW YORK 38, N. Y. son ‘enitiaees = ets te sie 38, N.Y. 
PLaza 1-4200 HAnover 2-7865 WHitehall 4-5926 
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ARTHUR H. BIKOFF 


General Agent 
AETNA LIFE INSURANCE COMPANY 
The Fifth Avenue Agency 


45 Rockefeller Plaza New York 20, N. Y. 
COlumbus 5-0505 








ESTABLISHED 1892 


WM. L. Perrin & Hon, Ince. 


Julius L. Ullman, Pres. 
Life and Non-Can 
Par and Non Par 
75 Maiden Lane, New York 38, N.Y., HAnover 2-4044 


“A Friendly Office” i 








DONALD L. SHEPHERD, C.L.U. 


General Agent 
EQUITABLE LIFE INSURANCE 
COMPANY OF IOWA 


Suite 307-10, 55 Liberty Street 
BArclay 7-4800 


New York 5, N. Y. 

































































) THE FRASER AGENCY M. L. CAMPS THE MALLON-CURRAN 
of General Agent AGENCY 
Organized Service 
THE CONNECTICUT MUTUAL - forbes e. MASSACHUSETTS MUTUAL 
LIFE INSURANCE COMPANY LIFE INSURANCE COMPANY 
clay 7-1070 || | 192 Maiden Lane, N. Y.5 1440 Broadway N. Y. 18 Suite 600, 800 Second Ave. at 42nd St., New York MUrray Hill 2-7979 37 West 43rd St., N.Y.C. 
WHitehall 4-0300 OXford 7-2121 E. LLOYD MALLON and ROBERT I. CURRAN, JR. 
ry JAMES A. RANNI ORGANIZATION OTTO M. SHERMAN, L.L.B. SAM P. DAVIS 
f i General Agent FRANK T. CROHN, C.L.U. Manager 
nid GLU! MANHATTAN LIFE INSURANCE CO. General Agents PHOENIX MUTUAL LIFE INS. CO. 
LIFE endian pi no ieee 60 East 42nd St., N. Y. MUrray Hill 2-6042 
Charlie McKeone Bill Mearns THE Cea kanes CO Leading Company Agency 
16, N.Y. 551 5th Ave., 36th Floor New York 17, N. Y. 119 West 57th Street CIrcle 6-2736 New Location About Nov. Ist. 
MUrray Hill 7-8750 New York 19, N. Y. 20 East 46th St. (S. W. Corner Madison & 46th) 
C.L.U, ||| ROSWELL W. CORWIN, C.L.U. ARNOLD SIEGEL AGENCY THE MACCABEES 
General Agent UNION MUTUAL LIFE INSURANCE Metropolitan Agency 
’ NEW ENGLAND MUTUAL LIFE COMPANY 
NY INSURANCE COMPANY 111 John Street New York City @ 
Arnold Siegel, Manager 
MU 7-5035 233 BROADWAY NEW YORK 7, N. Y. Edward C. Mendel, Supervisor 60 EAST 42nd St. NEW YORK CITY 
Writers BEekman 3-6620 WOrth 4-2733 MU 2.1630 
A. J. JOHANNSEN MICHAEL J. DENDA JOHN M. DEMAREST 
tum and ASSOCIATES Resident Vice President Comdial atee 
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NALU Attacks On OASI 
Are Bogged By Apathy 


(CONTINUED FROM PAGE 6) 

port was drafted, there were 482 
sets of NALU’s slide-film narra- 
tive, “Can We Have Sound Social 
Security ?,” in use by state and lo- 
cal associations and individual life 
underwriters. While this is high- 
ly encouraging, we repeat the be- 
lief expressed at the mid-year 
meeting that every state and local 
association should order and use 
at least one kit and that the larger 
associations could easily handle 
two or three. 

It is planned that the script and 
perhaps some of the accompany- 
ing color slides will be revised in 
the near future, particularly if (as 
seems likely) Congress makes fur- 
ther changes in the OASI pro- 
gram this year. In the event of 
such a revision, suitable arrange- 
ments will be made to get the 
revised script and any necessary 
replacement slides in the hands of 
owners of the present kits as 
quickly as possible. 

Kits Can Be Ordered 

For those who are interested in 
buying a kit—and we hope that 
there are still many—it can be 
ordered from NALU _headquar- 
ters for the nominal sum of $10. 
The complete kit includes a pre- 
pared script, a set of color slides, 
instructions for presentation of the 
script, etc. 

Last spring the Chamber of 
Commerce of the United States 
produced a 16 mm. black and white 
sound motion picture on social se- 
curity entitled, “A Matter of 
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Choice.” The length of the film 
is 26 minutes. 

Like NALU’s own slide-narra- 
tive, the chamber’s live action film 
clears up many popular miscon- 
ceptions about the social security 
program. However, it is sufficient- 
ly different from NALU’s slide- 
narrative so that our state and lo- 
cal associations will be well ad- 
vised to use both films. 


Films Can Be Borrowed 


Those interested in borrowing 
the Chamber’s film should either 
(1) write direct to Modern Talk- 
ing Picture Service, 3 East 54th 
street, New York 22, N.Y., or (2) 
contact the local free film ex- 
change in their own communities 
The film can also be bought for 
$85. In that case, orders should 
be placed direct with the Cham- 
ber of Commerce of the United 
States, 1615 H street, N.W., Wash- 
ington, D.C. 

Finally, to those borrowing the 
film the chamber will furnish, free 
of charge, up to 50 copies of its 
informative booklet, ““What’s Your 
IQ on Social Security?” If larger 
quantities of the booklet are need- 
ed, they can be bought from the 
chamber for $30 per 1,000. 


Representing Ohio National 


Home office representatives at- 
tending the convention for Ohio 
National Life are Grant Westgate, 
agency vice-president; Frank A. 
Johnson, director of agencies, and 
Luke A. Benten, assistant direc- 
tor of agencies. 


Questions Stir Over 
National Bank Agents 


(CONTINUED FROM PAGE 6) 
insurance agents and the small 
insurance companies of this coun- 
try might just as well kiss their 
business goodby” if the above- 
mentioned provision of HR 1451 
were enacted. We understand that 
a large number of reprints of the 
speech were obtained and mailed 
to many of our members, presum- 
ably by an insurance agents’ union. 

Without going into too much 
detail, we are advised by our head- 
quarters aide that he cannot under- 
stand why those responsible for 
distributing Mr. Patman’s speech 
got so alarmed over S. 1451 at 
such a late date. In this connection, 
he reports as follows: 


Report Is Given 


1. That he kept in constant 
touch with the progress of the bill 
commencing early this year. 

2. That the provision in question 
has actually been in existence for 
over 40 years and would simply 
have been re-enacted by S. 1451, 
an extremely comprehensive bill. 

3. That despite the existence of 
this permissive provision for over 
40 years, only a little over 70 of 
the more than 2,300 national banks 
in towns of 5,000 population or 
less have seen fit to become insur- 
ance agents. 

4. That the bill was amended in 
the House Banking and Currency 
Committee to limit the right of 
national banks to act as insurance 
agents only to those which are 
already acting as such agents. 


Ist 


5. That, in any event, S. 145 
(although earlier passed by th 
Senate) was very reliably reporte 
to have died in the House bank; 
and currency committee quite som 
time before Rep. Patman (a men. 
ber of that committee), made th 
speech referred to above. 

6. That, as of the date of whic 


this report was drafted, the pj}. 


was still dead. 
HR 5551 Described 


Another bill which the Hows 
ways and means committee rp 
ported out (after amendment) lat 
in the session was HR 555 
Briefly described, this bill wouk 
permit railroad employes to de 
duct from their gross income , 
limited amount of the taxes paid 
by them into the railroad retire. 
ment program. The annual deduce. 
tible amount would be the lesser 


of $200 or the amount by which! ° 


their railroad retirement _ taxes 


(now 6% percent of the first $4.) ° 
200 of annual earnings) exceeded} 


3 percent of such annual earnings, 
However, 
which this report was drafted, it 


seemed unlikely that this discrim-! ‘ 


inatory measure (to which ou 
Association has already recorded 
its opposition) would be acted 


Representing Franklin Life 


Attending the convention as rep- 
resentatives of the home office of 
Franklin Life are Allen V. Dow. 
ling, vice-president and director of 
agencies, and William N. Tolleson 
Jr. resident vice-president at Dal- 
as. 
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MATT JAFFE ASSOCIATES, LTD. 
CANADA LIFE ASSURANCE COMPANY 


Gerald Rosner 


Training Director, Dan Kalish, C.L.U. 
431 Fifth Avenue 


General Agents 


Asst. General Agents 


Paul Fishman 
Dan Jaffe 


New York 16, N. Y. 
MU 4-577 





Manager 


15 Park Row 
Telephone 
BArclay 7-6860 





DONALD M. MUNN 


HOME LIFE INSURANCE COMPANY 
New York 38, N. Y. 











General Agent 


16 Court Street 
TRiangle 5-7560 





GILBERT V. AUSTIN, C.L.U. ° 


AETNA LIFE INSURANCE COMPANY 
BROOKLYN 1, N. Y. 


1800 Empire State Bldg. 








SAMONS-PRESS AGENCY 


Bernard Samons, C.L.U. 
A. Aaron Press, C.L.U. 


GUARDIAN LIFE INSURANCE 
COMPANY OF AMERICA 


CHickering 4-4400 


New York 1, N. Y. 








E. J. HODES, ASSOC. GEN. AGT. 
NATIONAL LIFE INSURANCE CO. 


55 Liberty Street 


PHILIP F. HODES 


General Agent 


OF VERMONT 
New York 5, N.Y. 
Telephone 
BArclay 7-3972 











XUM 


Ist 


it, S. 145 
ed by th 
ly reporte 
ise bankj 

quite som 
nm (a men. 
’ made the 


te of whic 


d, the djl 


bed 


the Houg 
imittee tr. 
iment) lat 
HR 555, 
bill woul 
yes to de 
- income 4 
taxes paid 
‘oad retire. 
nual deduec. 
- the lesser 
t by which 
lent — taxes 
1e first $4. 


) exceeded) 


al earnings, 
e date on 
drafted, it 
1is discrim- 
which our 
ly recorded 
be acted 


n Life 


tion as rep- 
ne office of 
n V. Dovw- 
director of 
N. Tolleson 
ent at Dal- 


SERS 





jst Day 


Council Seen As Way 
fo Avoid Controversy 


(CONTINUED FROM PAGE 16) 

the California Assn. of Life Un- 
derwriters to agree to some rules 
of conduct governing the activities 
of life underwriters which they 
hoped would thereafter be enacted 
into law under the administrative 
rocedures code of California. 

2. The State Bar still hopes to 
set together with the underwriters 
regarding a gentlemen’s agree- 
ment or a California statement of 
principles patterned after the na- 
tional statement. A meeting has 
been planned for the near future. 

3. Should the underwriters and 
the California Bar get together 
and agree on a California state- 
ment, it is the intention of the 
State Bar committee to forward 
same to the unlawful practice 
committee of the American Bar 
Assn. for their consideration. 














4. The American Bar Assn. will 
hold its annual meeting in Los 
Angeles in August, at which time 
the State Bar will confer with the 
ABA committee on the California 
situation. It is hoped that the 
National Conference of Lawyers 
and Life Insurance Companies will 
be invited to meet with the Cali- 
fornia State Bar and the California 
Assn. of Life Underwriters. If such 
a three-way meeting can be held 
it is the hope of the underwriters 
that the California State Bar can 
be induced to accept the national 
statement of principles and not set 
up a separate California statement 
of principles. 


No More ‘Good Old Days’ 


In the “good old days” the roles 
of the lawyer, life underwriter, 
accountant and trust officer were 
pretty well defined. Each operated 
independently of the other. Today 
in our American economy, with 
new complicated laws and regula- 
tions affecting every phase of our 
lives and estates after death, the 
former independence of operation 
between the four professions has 
largely disappeared. 

With estate planning as compli- 
cated as it is each profession needs 
the aid of the others. The commit- 
tee, therefore, would like to em- 
phasize the team concept idea of 
our relations with the attorneys. 

In order to further the team 
concept idea, this committee has 
recommended that attorney-un- 
derwriter-accountant-trust officer 
groups be formed throughout the 
country. The ideal setup seems to 
be the estate planning council. In 
communities where underwriters 
and trust councils exist, where 
membership is limited to under- 
writers and trust officers, these 
groups would do well to consider 
the advisability of admitting at- 
torneys as well as accountants into 
membership. 

The chairman of this committee 
recommends that this committee 
be enlarged to a committee of at 
least 50, one or more representing 
each state and the territory of 

awaii. 
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Hancock Reception 


For President Adams 

John Hancock held a reception 
Sunday evening at the Statler-Hil- 
ton hotel in honor of Albert C. 
Adams, president of National 
Assn. of Life Underwriters. Byron 
K. Elliott, president of John Han- 
cock, served as host. 


Jefferson Standard Dinner 

R. B. Taylor, 2nd vice-president 
and agency manager, and Seth C. 
Macon, assistant agency manager, 
are hosts for the Jefferson Stand- 
ard Life dinner Thursday night at 
the Town and Country restaurant. 


Here For Capital Of Colo. 


Linwood L. Meacham, vice- 
president and director of agencies, 
is attending the convention as 
home office representative of Capi- 
tal Life of Colorado. 


Hosts For Phoenix Mutual 


Acting as hosts at the company 
dinner of Phoenix Mutual at the 
Statler-Hilton hotel Thursday 
night are Clifford L. Morse, agen- 
cy vice-president, and Oliver M. 
Wilhelm, superintendent of agen- 
cies, western area. 


On Hand From Pacific Mutual 


Pacific Mutual’s home office is 
being represented at the conven- 
tion by Ralph J. Walker, vice-pres- 
ident. 
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Our Welcome Mat is always out. 
We invite You to visit our Home Office 
in Fort Worth at 
6401 Camp Bowie Blvd. 


PIONEER AMERICAN 





FORT WORTH, TEXAS 
ROBERT SCHULMAN, President 
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In its symbolism is every tenet 
upon which our business is built. 





Symbol of Faith 


The Sower symbolizes the spirit of the pioneers of our country; 
those who on faith came to the vast wilderness of this land to 
build new homes, new lives and a new nation. Our land is built 
on faith . . . just as life insurance is built on the faith and trust of 
those who have turned to us for protection. 


BANKERS LIFE OF NEBRASKA 


LINCOLN 
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to enough, you will find the ways, 
means, techniques and methods to 
meet and serve that market! 
Generally, the same methods 
which lead to the small or med- 
ium-sized buyer can be used to 
reach the larger buyer. But, unless 
we deliberately raise our sights, 
we do a disservice to the public 
we serve and the great business 
we represent. We deal short meas- 
ure not only to ourselves, but our 
policyowners and prospects. 


More Than Good Advice 


Each day you bring more to 
your prospects and policyholders 


(CONTINUED FROM PAGE 25) 


because of your ever growing ex- 
perience and knowledge. But we 
do not serve people by giving 
good advice. We serve them only 
when we persuade them to act 
upon good advice. 

But perhaps our responsibility 
is greatest in how we persuade 
them to act. We do not solve a 
prospect’s life insurance problems 


if we sell a “five” or “10” when 
it is clear that he needs, and can 
pay for, a “25” or a “50.” 


Individual savings are at an all- 
time high—$340 billion—a record 
amount available for spending. 
Over $20 billion was spent for home 


NATIONAL LIFE. GONVENTION -DAILY, SEPTEMBER -10, 1958 





Goals Plus Program Add Up To Successful Sales Career 


furnishings alone last year. Each 
day we read of new and exciting 
products for better living—TV 
screens that hang on the wall, 
blankets that cool, windows that 
close when it rains, solar power 
for heating our homes and all 
kinds of gadgets from cellar to 
attic. 

Each year over 1% million new 
families are creating a mounting 
demand for goods and services, 
joining up with all the other 
Joneses. American families are 
living high. The evidence is com- 
pelling. Isn’t it also evident that 
the need for life insurance is great- 
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er and our. prospects’ 
buy is there if we can but co, 
vince them of their greater needs: 

They tell me if you really wan 
to raise your sights, if you really 


want to set in motion forces whig|! 


will upgrade the quantity an 
quality of your business, mark ; 
down as something that can be a. 
complished, It won’t be easy, | 
won't happen by accident. But 
can be done deliberately. 

Planned Preparation 


We have come to an era in lif 
insurance when progress insist 


we become serious students of oy} * 


business. That means taking cop. 
pany training courses, keeping y 
with the latest books and Services, 
attending company sales meeting; 








Verne Smith, Assoc. 
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MUTUALS LIFE INSURANCE COMPANT 
Boston, Massachusetts 


DUnkirk 2-8251 
600 S. New Hampshire 


CHARLES L. J. FEE, GENERAL AGENCY 
Charles L. J. Fee, General Agent 

Gen. Agt. 

Don Cashill, Outside Brokerage Mgr. 

Cliff Dancer, Office Brokerage Mgr. 


Los Angeles 5 








THE HAYS AGENCY 


Rolla R. Hays, Jr., C.L.U., General Agent 


69th 
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The LOS ANGELES! 
Send Best Wishes! 
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NEW ENGLAND MUTUAL LIFE 
INSURANCE COMPANY 
John J. Shilling, Asst. Gen. Agt. 
Charles C. Nalle, Asst. Gen. Agt., Pension Planning 
George S. Ferreira, Mgr., Brokerage Dept. 


D. Kenneth Elliott, Manager, Agents Training 
Suite 512, Statler Center MAdison 6-5881 


















THE A. C. KRAUEL AGENCY 


A. C. Krauel, General Agent 
Rebert K. Ashoff, Assoc. General Agent 
PACIFIC MUTUAL LIFE 
INSURANCE COMPANY 
MAdison 7-9501 
523 WEST 6th ST. LOS ANGELES 14 


















T. R. (BOB) MACAULAY 
General Agent 
STATE MUTUAL LIFE ASSURANCE 
COMPANY 


Telephone MA 7-6439 
530 W. 6th St. LOS ANGELES 14 
“Specializing in Service to Brokers” 


HENRY E. BELDEN, C.L.U. 


Manager 
Southern California-Arizona Branch 
THE UNION CENTRAL LIFE 
INSURANCE COMPANY 


MAdison 8-2137 


628 West Sixth St. Los Angeles 17 

































HOWARD E. NEVONEN, C.L.U. 
General Agent 
WASHINGTON NATIONAL 
INSURANCE CO. 


DUnkirk 5-3311 


3580 Wilshire Blvd. Los Angeles 5 


GEO. N. QUIGLEY, JR., C.L.U. 
Branch Manager 
MANUFACTURERS LIFE INS. CO. 
Ed. Linsenbard, Brokerage Mgr. 


DUnkirk 5-3241 


3535 West 6th St. Los Angeles 5 


3350 Wilshire Blvd. 


JAMES STOESSEL, C.L.U. 


GENERAL AGENT 
NATIONAL LIFE OF VERMONT 
DUnkirk 5-5076 


SN 


Los Angeles 5 



























JACK WHITE AGENCY 
Jack White, C.L.U., Manager 
THE PRUDENTIAL INSURANCE 
COMPANY OF AMERICA 


5657 Wilshire Blvd. Los Angeles 36 
WEbster 3-8211 








THE NORTHWESTERN MUTUAL 
LIFE INSURANCE COMPANY 


JOHN R. MAGE, C.L.U. 
General Agent 


MAdison 7-3821 
727 West Seventh St. 


Los Angeles 17 


3440 Wilshire Blvd. 








THE MELZAR C. JONES AGENCY 


THE CONNECTICUT MUTUAL LIFE 


INSURANCE COMPANY 


Paul A. Hummel 
Assoc. Gen. Agt. 


DUnkirk 3-1393 











Los Angeles 5 
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sales congresses, CLU and LUTC. 
But we can’t “plow the field by 
tuning it over in our mind.” 
This program of preparation must 
be planned and followed religious- 
jy and ever extended so that we 
shall never complete it. 

Alexander Hamilton told how 
he got greatness inside of him. 
He said, “Men give me some cred- 
it for genius. All the genius I 
have lies in this: When I have a 
subject in mind, I study it pro- 
foundly. I explore it in all its 
bearings. My mind becomes per- 
yaded with it. The result is what 
some people call the fruits of ge- 
nius; whereas, in reality, it is mere- 
ly the fruits of labor and study.” 
“However, all the education in 
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the world cannot bring you suc- 
cess unless this knowledge is put 
to work. If you spend all your time 
in study and preparation, your 
days can easily become lopsided 
with little accomplished. 


Steps To Success 


Training is the tread of every 
step on the stairway to success, 
the riser to vocational competence. 
But it isn’t enough that training 
should give you the ability to tell 
a story that will get action from 
your prospects. But also you must 
have the compelling desire to tell 
this story. 

Experience helps acquire the 
confidence to talk in terms of $25,- 
000, $50,000, $100,000 or even more 


with all the -casualness--that we 
feel when we are talking about a 
$2,000, $5,000 or $10,000 policy. 

Our fear of being turned down 
cannot influence us. We must give 
every person we contact the op- 
portunity to buy the full amount 
he needs. Only in this way can 
we raise their sights—and our 
sights—for neither we nor they 
can ever grow beyond the limits 
of our own horizons! 

As we grow—so too our respon- 
sibilities also grow. The _ para- 
mount objective of the career un- 
derwriter must be the welfare of 
his policyowners and prospects. 
You and I are constantly observ- 
ing signs of lowered standards of 
service. There are many counter- 
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feits for the real article and all too 
often instead of service I suspect 
we get exploitation. 


Selling Service 


This cannot happen to us be- 
cause the only thing we have to 
sell is service. ; 

A service of love to a man’s 
family. 

A service which can educate a 
child. 

A service which can keep a fam- 
ily together. 

A service which can keep a busi- 
ness from ruin. 

A service which can bring hap- 
piness and security in old age. 

A service to care for dependents. 

And it was a great awareness 
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LEISURE, WERDEN & TERRY 


OCCIDENTAL LIFE INSURANCE 


Suite 323, General Petroleum Bldg., Los Angeles 17 


AGENCY 


Brokerage Exclusively 


COMPANY 
MAdison 6-4161 








THE M. &. THOMPSON AGENCY 


M. E. Thompson, C.L.U., General Agent 
Harold F. Greene, C.L.U., Asst. Gen. Agt. 


W. W. Veatch, Asst. Gen. Agt. 
PACIFIC MUTUAL LIFE INSURANCE 


612 South Shatto Place 


Max Eastus, Asst. Gen. Agt. 


COMPANY 
DUnkirk 8-6151 
Los Angeles 5 








UNION MUTUAL LIFE INSURANCE CO. 
Life, Accident & Sickness Department 


Manager of Group Western Division 
3450 Wilshire Blvd. 


C. ROBERT FISCUS, MGR. 


JOHN D. CURTIN 


DUnkirk 1-3211 


























NELS J. NELSON AGENCY 
LINCOLN NATIONAL LIFE 
INSURANCE COMPANY 


Sam Dichter Warren Fandrey 





JOHN G. EDMUNDSON 


Manager 
Southern California-Arizona Branch 


THE UNION CENTRAL LIFE 


INSURANCE COMPANY 
Jack Tohill 























Brokerage Manager Agency Supervisor P xis a Giinead Mehteatons 
rokerage Manager 
WEbster 6-1144 ’ DUnkirk 5-2811 ore 
6336 Wilshire Blvd. Los Angeles 48 3462 Wilshire Blvd. Los Angeles 5 
L.U. THE WOODS AGENCY ALBERT L. JASON AGENCY BRUCE BARE AGENCY 
Robert L. Woods, C.L.U. & Associates THE PRUDENTIAL INSURANCE General Agents 
{ONT MASSACHUSETTS MUTUAL LIFE COMPANY OF AMERICA NEW ENGLAND MUTUAL LIFE 
INSURANCE CO. FOR “BROKERAGE” CALL INSURANCE COMPANY 
heel DUnkirk 1-3181 611 South Oxford Ave. Los Angeles 5 3400 W. 6th Street Los Angeles 
} Sa 2601 Wilshire Blvd. Los Angeles DUnkirk 5-2481 DUnkirk 5-5331 
DE nt 
DS en 
NCY ae THOMAS CRAIG, GENERAL AGENT T. G. Murrell, C.L.U. W. L. Murrell THE CONNECTICUT MUTUAL 
L LIFE jj AETNA LIFE INSURANCE COMPANY LIFE INSURANCE COMPANY 
y J. F. Bradley G. F. Dahlin MURRELL BROTHERS 
O’Brien Sawyers R. R. Tebow General Agent EDWARD B. BATES, C.L.U. 
Assistant General Agents MUTUAL BENEFIT LIFE INS. Co. General Agent 
Holeman Grigsby E. H. Goodrich : 
Mana ger Group Dept. . Cashier DUnkirk 8-2121 WEbster 8-2611 
Angeles |i} 810S. Spring St. MA 7-1771 Los Angeles 14 600 South Harvard Los Angeles 5 4250 Wilshire Blvd. Los Angeles 5 

















& 


Db bd dd nnn. 


TUUOE PEPE OPPPP PPP OP PPPPPPPPPPPPPP 


bhbbbba 


bbb bbbnn 


PUPP PPPPPVPVrVPVPPry EP eP PPP PPPPPPPP PP 


bbb 
PPPPPPPPPP 


bhbbbbbbbab 


VPPPPPPPPPrPPPprP 


HUBERT G. FOSTER 
President 


THEO. T. KING 
Brig. Gen. (Ret.) 
Military Advisor 


DABADLDAbbbDbEbbbbbbbbbAbbaas 


VPPPVPPPPPrrPrrrPrrrr 


CLIFFORD R. SINCLAIR 
Agency Director 


VUPPPPPPPerrrrrr 


Dbbbbbbanananannnn 


NATIONAL 





Trans-American Life Bldg. 


Main & 7th 


T. O. BRIGGS 
Exec. V. P. & Secy. 


KEN A. BELL JR. 


Assistant Secretary 


WILLIAM L. CORHN 
Supervisor 


Fort Worth, Texas 


BERL E. GODFREY 
V. P. & Gen. Counsel 


ERNEST D. ROGERS 


Medical Director 


A. W. FOSTER 
Supervisor 
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TRANS AMERICAN Lire INSURANCE COMPANY 


“HOWDY PODNER’ 
WELCOME TO TEXAS 


HUBERT J. FOSTER 
Treasurer 


ROBT. V. CAROTHERS 
Comptroller 


EUGENE J. HOUSTON 
Supervisor 
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of these services which led you to 
our business in the first place. 

Your task is the rendering of a 
service that society needs—and 
which only you can render. It is 
not a purely commercial activity. 
Your dedication to serve your 
prospects and policyholders must 
be soul deep. This feeling and pur- 
pose cannot be simulated. No 
amount of cleverness can substitute 
for unselfish and dependable serv- 
ice. 


Renew The Guarantee 


During all of my agent watch- 
ing days, nothing has inspired me 
as much as those who truly serve. 
The service you give your policy- 
holders is merely a confirmation 
of what you promised in the orig- 
inal sale. Every policyholder, new 
and old, is entitled to your intelli- 
gent counsel. We cannot, however, 
give a lifetime guarantee that the 
original coverage we sold will al- 
ways be the permanent solution in 
an ever-changing situation. That is 
a guarantee which has to be re- 
newed. That depends entirely up- 
on you. 

In what other business, how- 
ever, can one find such a mixture 
of practical idealism and common- 
sense altruism? 

The ancient alchemist tried to 
transmute the lesser elements of 
iron and lead into the more valu- 
able elements of silver and gold. 
They were unsuccessful. 


Service And Success 


You would be unsuccessful, I’m 
just as sure, if you tried to trans- 
mute the elements of minimum 
service into maximum commis- 
sions. The agent who renders sin- 
cere and intelligent services not 
only makes a permanent client, but 
the resulting appreciation and con- 
fidence automatically leads to an 
ever-widening circle of policyhold- 
ers. 

Surely, true service is “bread 
cast upon the water”’—and where 
can we find a better guide to rais- 
ing our sights than the book from 
where that was taken. 

It was Charles Evans Hughes 
who said, “One of the most im- 
portant lessons in life is-that suc- 
cess must continually be won... 
it is not worthwhile to talk of 
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GENERAL AGENCY OPENINGS! 


A well-established, medium-sized Life Insurance Company, now expand- 
ing its ordinary sales areas, has several choice General Agency openings 


sales standards, Company will offer you a personal producing General 
Agency contract with 85%, first year commission with vested renewals 
and incentive bonus. Office allowance and financing available for sub- 
agents after your first year with Company. Write today and include o 
complete summary of your personal and business experience. Our field 
force and supervisors know of this "ad". All replies are kept strictly 


Write Box C-22, 
c/o The National Underwriter Co., 
175 W. Jackson Bivd., Chicago 4, Ill. 





the end of a period, for YOu ay 
always at the beginning of a ng 
one.” 

But what is success—that jf 
sive and mysterious state of beingit 2 
which almost everyone seems ,Am 
be seeking? How do we define jjwri 
Who can say when it arrives apgsett 
how long it will stay? How yapjon 
ing are the standards and measgypffort 
ments of success? 

It’s unfortunate that just aboy 
everyone tends to think of suceat 2 
principally as money, or the thingmeé 
money can buy. Wouldn’t it \gexis 
better to define success as liyjp)ber 
up to our best at all times? Nyfto § 
to determine success by what yqmti 
are capable of doing, or should jing 
but by what we do do. calli 


the 
Talent Not Enough on 


We may have the necessary talfIt is 
ents for great accomplishmentssion 
but if we don’t put them to using, 
we aren’t truly successful, eyejto b 
with money in the bank. aca 

It is necessary to plan, work'reco 
serve and accomplish in order tdupt 
be successful. And who can dem! A 
that old cliche, “Nothing  sucifessi 
ceeds like success.” larat 

How grateful we all should b¢publ 
that in our country and in owing 
business we have the privilege tfstan 
seek success. With privilege alte 
obligation. cient 

An obligation to every one oftitio 
the eleven thousand children bom due 
each day. now 


















An obligation to the millions ofColl 
new families which started in thd] be 
suffi 






last 15 years. 
An obligation to the millions of prac 
senior citizens who are looking 3. 
forward to longer and more active cour: 
lives. train 
An obligation to all those whowith 
have moved up the income de LUT 
and have a little more discretionjanta; 
ary spending power. shou 
An obligation to help providdjLUT 
for the education of our young feede 
people who will need college edu-/prog: 
cations in the years ahead to meet of th 
the great opportunities and fronlarge 
tiers which still exist in Americajand « 
An obligation to the businesjlic re 
man, with his need for long-rangtjas a 5 
planning. 
An obligation to the wives 0 
America who may some day Xo 
widows. | 













If you can meet our life insurance 
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for you a rystal Balling CLU’s Next 25 Years 


(CONTINUED FROM PAGE 28) 


“kt always be remembered that the 
American College of Life Under- 
sriters Was the first professional 
etup for a large calling which was 
? How yanjon the collegiate level and uni- 
and messi ‘orm throughout the United States. 


Boost Number Of CLUs 


2. Increasing by all manner of 
‘Nneans (but without relaxing high 
uldn’t it pfexisting standards) the total num- 
ess as liygiber of CLUs as rapidly as possible 
times? Noto gain public professional recog- 
by what nition of the life underwriter s call- 
or should qfing a8 2 whole. For a professional 

calling there is great strength in 

the number of professional practi- 
ough tioners who make up the calling. 
ecessary talfIt is one thing to be just a profes- 
mplishmentssional individually in a given call- 
hem to ugfing, but it is a much bigger thing 
essful, eyeyto be a professional individually in 
k acalling which is itself, as a whole, 
plan, workirecognized publicly as measuring 
in order tdup to the status of a profession. 
ho can den! A calling cannot be made a pro- 
othing sue{fession by law, or by a formal dec- 

laration of the calling itself. The 
ll should b{public comes to recognize a call- 
and in owing as a profession by a two-fold 
privilege t{standard, namely, the quality of 
vilege mali service performed by a suffi- 
{one large proportion of the prac- 


we define jf 
t arrives 







titioners contacting the public. In 
due course, in view of all that is 
now being done by the American 
> millions ofCollege and the American Society, 
arted in th{] believe that within 25 years a 
sufficiently large proportion of the 
> millions of practitioners will be reached. 
are looking 3. Emphasis upon company 
more activ¢courses and the LUTC program as 
training and insurance education 
| those who within the industry. The CLU and 
come hi LUTC programs should never be 
2 discretionjantagonistic to one another. Each 
should help and support the other. 
elp providiLUTC can, and should be, a great 
our youngfeeder of candidates into the CLU 
college edu|program, thus hastening the time 
ead to meet'of the attainment of the sufficiently 
s and fromlarge proportion of practitioners, 
in Americajand of the resulting adequate pub- 
he busineslic recognition of life underwriting 
r long-rangtjas a profession. 


1e Wives i 


very one 0 
hildren bo 
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4. Great emphasis by both the 


American College and the Amer- 
ican Society, as well as by the life one of the 


insurance industry itself, upon the 
rapid growth of the new manage- 


ment education program of the 
American College in the interest 
of having more managers and gen- 
eral agents become CLUs. Eight- 
een years ago, at the time of the 
NALU convention in Philadelphia, 
the result is so often otherwise for 
the simple reason that they are not 
informed to guide their agency 


I maintained that managers of 
agents constituted the most stra- 
tegic group to encourage CLU 
growth. 

They have under their guidance 
so many young life underwriters 
who look to them for career ad- 
vice and general educational guid- 
ance. When managers are CLUs 
they know what it means and their 
guidance is generally sound and 
effective. When they are not CLUs, 


group CLU-wise, and are so often 
disposed to oppose the CLU cause 
in an off-hand manner. What a 
wonderful thing it would be if the 
great majority of managers of field 
underwriters were CLUs! How 
soon we would reach the CLU fig- 
ure amounting to “a sufficiently 
large proportion of the practition- 
ers contacting the public.” 


Insurance Education For Layman 


In addition to the aforemen-: § 
tioned four main factors aiding the 
growth of the CLU movement 
there is another, as great as any; 
namely, the extraordinarily rapid 


growth of life insurance education 


Comparable year-to-date figures show that Central Life’s 
sales have consistently run well ahead of the life insur- 
ance industry as a whole. There are several reasons 
why this is so-— and Central Life agents agree that an 
important one is true graduated premium on all plans 
(except single premium). The quantity discount idea, 
first introduced in the United States by Central Life in 
1955, is another example of the sales-minded leadership 
that’s making one of the best one of the busiest, too! 








for the American family layman ASSURANCE COMPANY, DES MOINES 6, IOWA 
through the collegiate and second- Progressive and competitive, yes ... but not 


ary educational system of the na- 
tion. Public insurance education, 
indoctrination of the buyer of in- 
surance is the great ally of life 
underwriting and the institution of 
life insurance. It is a matter of 
great interest to know that pub- 
lic insurance education along eco- 
nomic lines, as contrasted with ac- 
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tuarial and insurance law educa- 
tion, which the American College 
did so much to initiate and develop 
in many institutions of higher 
learning throughout the country, 
should in turn become a factor of 
greatest significance in furthering 
the future growth and welfare of 
the CLU professional movement 
itself. 
Insurance Education Cited 


Insurance education along eco- 
nomic lines, involving the reasons 
for the soundness of insurance and 
its usefulness to self, the family, 
and the vocation of the family 
head, has been the last prominent 
newcomer into the collegiate array 
of business enterprises. By 1910, 
only 10 institutions of higher learn- 
ing gave organized instruction in 
that phase of life insurance. Sev- 
enteen years later, by 1927, the year 
of the American College’s incor- 
poration, the number had risen to 
only 56 universities and colleges. 
Thereafter, the increase was ex- 


















Home Ofice: 200 Eax Firs Street, Wichita, Kansas Life Insurance Company 





Ye Ou can t paint a picture 
3 <githout pigment! 


2 


Successful agencies are built on the ability of the General Agent 
to recruit and hire men most likely to succeed in the life insurance 
business. F & B’s complete kit of recruiting tools is designed to 
assist the General Agent in selling the prospective new man on 
the career opportunities of life insurance selling. 


traordinarily great, and the Amer- 
ican College played a large part in 
that increase. 


Rose To 239 By 1947 


By 1947, the number of univer- 
sities and colleges offering organ- 
ized instruction in insurance to- 
taled 239, and a recent survey for 
1956 shows a total of nearly 500 
universities and colleges, an in- 
crease of 100% during the last dec- 
ade. Clearly, this large increase is 
not in the areas of actuarial science 
and insurance law. It has been es- 
sentially in the area of the eco- 
nomic phases of the subject for the 
lay student of insurance, or for 
those who contemplate insurance 
as a career—for the field under- 
writer contacting the public. 

Judging from former surveys, 
there are now about 25,000 such 
college graduates leaving for home 
each year to become family heads, 
business leaders, leaders in the 
teaching area, in social and church 
work, in the press, in the legisla- 









Nor can you paint the 
picture of the “career 
opportunities” for a \\ 
new man without Sy 
proper material. oy 
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Opportunities Unlimited for 
Success is another F& B 


“Better Tools for Better Selling” 


exclusive. 





Farmers & Bankers 
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tive area, and:in many other ways. 
And the important thing is that 
they go back to their communities 
reasonably well informed, and as 
friends of sound legal reserve life 
insurance. The 25,000 will soon be- 
come 50,000 a year, and I hope I 
may live to see the 50,000 become 
100,000, as it surely will. And all 
these young people become centers 
of influence to spread the gospel 
of life insurance among the mil- 
lions of American homes and busi- 
ness enterprises. 

In 1933 it became possible, be- 
cause of the rapid growth in col- 
legiate education, to establish the 
American Assn. of University 
Teachers of Insurance. That or- 
ganization is flourishing. It pub- 
lishes a valuable journal along re- 
search and informative lines, and 
it includes as associate members 
insurance company teachers of in- 
surance, so that the two groups of 
teachers may share their ideas and 
differences, and discuss their think- 
ing for mutual understanding and 
common action. 


Teacher Supply Assured 


Through the S. S. Huebner 
Foundation for Insurance Educa- 
tion, and in other ways, definite 
steps have been taken to assure 
the preparation of well qualified 
teachers of insurance in our uni- 
versities and colleges. Here again, 
these teachers, ever multiplying, 
will each become a center of in- 
fluence life-insurance-wise locally, 
and then through their students, 
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school system, insurance @f'>’ 
nomics is also being introdyg hurc 
into the study program of seyg * 
hundred additional high  schof 
each year. A program of pubj 
insurance education, designed j 
the proper education and indoctr, 
ation of the public has thus bef wt 
largely created and is in prog oure 
of further rapid enlargement » he i 
perfection. The march of pubihubst 
education in insurance is irresig dd tl 
ible; the momentum will becoy ourc 
ever greater. ndoc 
What a reasonable thought ithe ¢ 
that the fundamentals of life ; elf, 1 
surance economics, so _ basic furan 
subject for all humanity, shout ; 
not be limited to our collegiatforce 
schools of business, but should alot bh 
be emphasized, for a brief perioknce | 
at least, to students in  evepicien: 
school of engineering, arts q 
science, medicine, law, educatio 
etc. The subject should also 
presented in every college for pat 
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men. There the students shouhyith 
certainly be taught the economifair a1 
rights of the wife and the childrey [pn 1 
When the time comes, they ougtyated 
to be prepared to say to the protjew a 
pective husband: “Here, you sigege. 
for a decent amount of life insujent, a 
ance protection of the right ki 






with you, the most important ecdof hig 
nomic agreement between the cr4same 
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Best wishes for the most successful convention 


in N.A.L.U. history. 
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My personal greetings to officers, trustees,:mou 
old friends and all members of the 


NATIONAL ASSOCIATION! 
OF LIFE UNDERWRITERS 


A attending the | 
69th annual convention in Dallas. | 


ti t] 








It hardly seems possible that 20 years have| 
passed since it was my privilege to preside 
over the 49th national convention in Houston. 


/ a. 


O. SAM CUMMINGS AGENCY | 
THE SOUTH’S LARGEST LIFE INSURANCE STATE AGENCY 
Texas State General Agent 


KANSAS CITY LIFE INSURANCE COMPANY 
CUMMINGS AGENCY BUILDING 
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ionally, very theological seminary, where 
n of the |, day the teachers of the flock are 
nce and tf eing prepared. Generally speak- 
S second, g, but with some exceptions, the 
irance euuirches are far behind today in 
; Introdueg e teaching of many vital things 
a - n every day living along good 





And righteous lines, and life insur- 
m Of publ ice is certainly f th 
. nce is certainty one O em. 

designed { 
nd indoctri 
is thus bes 
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Influence 






When all the aforementioned 
purces Of public education enter 
he insurance educational picture 
ubstantially we shall be able to 
dd the most important educational 
ource of all, especially from the 
ndoctrinated father and mother to 
he children, the family unit it- 
elf, the very basis of all life in- 
yrance. Today the family is not 
et a life insurance educational 
orce of importance, because it has 
ot had the indoctrinating influ- 
ince from our school system suf- 
S in evemiciently long. But 25 years hence 
ve shall add the family as a great 
ife insurance school, the greatest 
uld also thf all, just as it has become the 
lege for whereatest school to the children 
lents shoufeith respect to the merits of a 
he economifgir amount of education generally. 
the childrel In my youth relatively few grad- 
, they ougityated from high school and very 
to the profew attended a university or col- 
Te, you siglege. Today that is all very differ- 
of life insufent, and why? The family unit has 
e right kimbecome the great educator of the 
n agreemegchildren with respect to the merits 
\portant edof higher education. It will be the 
‘een the cjsame with respect to life insur- 
ikewi ance in due course. I know that 
this will happen. My -family, for 
example, though just average fi- 
ancially, believes heart and soul 
—every one of them—in a decent 
, trustees, mount of life insurance protection 
the find the gearing of current living 
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expenses to that fundamental ob- 
ligation. 

Public insurance education rep- 
resents a _ great selling-teaching 
movement to spread the benefi- 
cent influence of life insurance in- 
to the millions of American homes 
and business enterprises. That 
should also be the objective of the 
American agency system. Public 
education joins with the selling- 
teaching activities of educated life 
underwriters. The public system is 
designed to prepare the buying 
public for the more ready and will- 
ing acceptance of the professional 
service of well equipped underwrit- 
ers by way of programing, es- 
tate analysis, economic adviser- 
ship, and periodic revaluation of 
previously arranged insurance pro- 
grams. Any well educated life un- 
derwriter will tell you what a 
pleasure it is, especially from the 
standpoint of policy size (the all 
important thing) to negotiate 
with a person of fair life insurance 
understanding and a sense of fam- 
ily obligation. 


Notes Mass Marketing 


It is folly to believe that mass 
marketing will tend to hurt or 
eliminate the educated profession- 
al underwriter. The uneducated 
salesman, who just sells without 
knowing how or what to teach, 
will have a hard row to hoe during 
the next 25 years. Ultimately he is 
destined for the open window. But 
the educated underwriter, of true 
professional stature, will be need- 
ed more than ever as the average 
family life insurance coverage to- 
day, now very unrealistic and 
shameful from the standpoint of 
family obligation, rises far beyond 
the pitifully small average of 18 
months of income, and_ that 
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years have| Indianapolis Life provides its agents and general agents with liberal commissions 

to preside ... life-time service fees . . . hospitalization and major medical benefits . . . group 
Houston life... and a non-contributory pension plan. A substantial training allowance is also 

1 . 


college senior plan. 
) A complete line of competitive life, accident, sickness, hospitalization, major medical 


and family policies. 
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: | Watter H. Huent, President Arnotp Bere, C. L. U., Agency Vice-President 


~ | INDIANAPOLIS LIFE 


NY INSURANCE COMPANY 
| Mutual—Established 1905 


INDIANAPOLIS 7, INDIANA 


AGENCY OPPORTUNITIES in Colo., Conn., Fla., Ill., Ind., la., Ky., Mich., Minn., Mo., Neb., N. D., Ohio, S. D., Tex., Wis. 
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provided, together with ALL the tools for building a successful, profitable agency— 
including: 1 Career compensation plan and production incentive agreement for new 
onvention men. 2 Basic and programming schools. 3 Success-proven training courses. 4 Busi- 
ness and tax seminars. § Check-o-matic and premium deposit plans. 6 Special 
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shall see a powerful 


Client Relationship Essential 





to members of the National Association of Life 
Underwriters. On this, their Sixty-Ninti: Annual 
Convention, we honor them for their continued 
successful efforts in furthering the standard 
scope of life insurance sales and service. 
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deduction for Moreover, as an insurance educat- 
plaguing outstanding installments ed public desires increasingly a 


client relationship, it will corres- 


During the next 25 years we pondingly put greater emphasis 
trend, al- upon the existence of a worthwhile 
ready very noticeable, toward the professional designation like 
client-underwriter relationship. It CLU, just as the public now em- 
is a personal professional relation- phasizes the existence of designa- 
ship that the American people, as tions that prevail in law, medicine 
they become insurance educated, and accounting. 

will want more and more. They re 

will want their educated insurance From Sun Life Of Canada 


man just as they have been educat- Sun Life Of Canada is being rep- 


ed to want their doctor, lawyer resented at the convention by J. A. 
and accountant. 


writer can then teach his 
frankly and powerfully just as can ridge, director of agencies; R. G. 
the doctor, lawyer, accountant or McKercher, associate director of 


under- McAllister, vice-president in 
client charge of agencies; W. G. Att- 


agencies, group department, and 
M. D. Loucks, superintendent of 
the eastern division. 


The uneducated salesman, with- Also, K. H. Deane, superintend- 
out a client relationship, has a ent of agencies of the western di- 
much more difficult time and gen- vision; W. R. Walters, superinten-_ 
for him dent of sales promotion and train- 
selling and teaching are as diffi- ing, and D. E. Hart, assistant 
cult to mix as is water and oil. superintendent of agencies. 
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ONE OF OUR INDUSTRY’S STRONGEST FORCES 


WE SALUTE YOU! 


If you can, drop over to our offices—here in Dallas—our Build- 


ing—Bryan and Harwood—during the day—and, have a cup 
of coffee. You will be flabbergasted with our plant—and, you'll 


understand why Gibraltar has grown. 


Catch the Shoppers Special on Main Street 


going East and it will drop you at our door. 


LIFE INSURANCE COMPANY 





OF AMERICA 
HOME OFFICE — DALLAS, TEXAS 


WM. E. NETTLE, PRESIDENT 


W. A. (BILL) LEWIS, AGENCY DIRECTOR 






























Family Plan 


Protection for Entire Family 
One Policy - One Premium 


Automatically Insures 
Every New Baby at No 
Extra Cost 


@ Children Insured to Age 25 


Retirement for Dad 


No Premiums payable in 
Event of Death of Dad 


Additional Protection in 
Event of Accidental Death 
of Dad or Mother 


Additional Family and 
Mortgage Protection May 
Be added at Low Cost 


Announcing Our NEW 
“ALL-IN-ONE” 








An Agency Minded Company! 
Eldon L. Davis, Director of Agencies 
Telephone Riverside 8-5881 


Good Throughout 





The World 


THE INTERNATIONAL 


FIDELITY INSURANCE COMPANY 
Fidelity Building 


1000 Main Street 
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Knowledge Of Product Called Essential |:ia 


(CONTINUED FROM PAGE 14) 


into this business to make money, 
but that isn’t why we stayed. No 
—not even for a million dollars a 
year; because it is pretty hard 
work, at any rate long hours, and 
we wouldn’t have kept on and on 
just for money. 

No—not after you have been in 
this business for a while—traveling 
the road of self-discipline so essen- 
tial if you are to succeed—when 
you have experienced failure along 
with success, and gone back again 
determined to do a better job; 
struggled to correct your mistakes, 
control your habits and make the 
most of your abilities. 

After a few years of association 
with earnest people, fellow under- 
writers who like yourself are also 
trying to travel the higher road— 
you become inspired by a kind of 
greatness in this business which 
does not depend primarily upon the 
money you make. You become 
aware of a certain way of life that 
seems to distinguish people one 
from another, and to guide them 
into more worthwhile living. 


Get To Know Self Better 


Could it be that along the road 
of “self-conquest,” and in coming 
face to face with the problems of 
others—we ultimately get to know 
ourselves better? And as we meet 
competition and study and grow, 
there comes at last an awareness 
of life’s true purpose—that we need 
not strive to become superior to 
someone else, some other agent, 
but strive only that we may be- 
come superior to our previous self! 

What a challenge in courageous 
living! Salespeople in an ever ex- 
panding market where service 
above self is the watchword; where 
personal integrity is the most nec- 
essary ingredient; where you are 
constantly inspired to study and 
grow in order to be able to render 
higher quality service. 

Tis true our task is made easier 
by public acceptance. Most people 
approve of life insurance. Most peo- 
ple own some. 

But like the little girl who wrote 
her aunt a “thank you” note that 
said “Dear Auntie, Thank you so 
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much for the $5 you sent me 
is some of exactly what I need!’ 

Most people only have some, 
exactly what they need! In 4J 
women’s market alone—we hgy 


an 
hardly scratched the surface. st 
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Quality Selling Techniques {rede 











And so, as we raise our Sigh pe 
toward the market of higher quel ate 
ity prospects—we, at the same tin H 


raise our sights toward im 


tors, 


Her 


quality selling techniques and mp 
responsible service. We have ij 
the field of package sales and stay 
dardization and we now aspire t t: 
become specialists so-to-speak, wit Pil 
advanced knowledge in __ spegj nip 
fields. eA 
We study business law, wills af fe 
trusts, tax problems, estate plan C 
ning—in fact everything we ca 
which relates to the needs ad 
ent who is no longer interested jy. 
policies but who is interested pers 
solving his estate problems, an ki 
who will, therefore, respond too oa 
recommendations when sound, sip a 
cere counsel is given. Me 
After we have fully prepares. j 
ourselves by study and regular con 4g | 
sultation of services offered an ually 
after we have qualified our pros 
pect at least to the extent that wi. 
feel he will be interested in th 
ideas we plan to present, we g The 
out with full confidence in ous. 
selves, our product and our com had | 
pany. 
Never before have we been 3 ow 


recor 


fully aware of those often quote 
words “knowledge is power,” fo 
once we are in the presence of th 
higher quality prospect we mus} 
be able to present our ideas cle 
and, as the need arises, to discuss 
them with the prospect’s atten 
trust officer and accountant. 


Give Full Measure 


When you have gained his con- 
fidence truly, you have rence 
point of no return. The challeng 
is that you give the task ahead full 
measure of the best that you have 
in time and ability, that you givé 
it your very self. When you gired 
job full measure, as the late Pa 
Speicher, president of R&R, onc 





GREETINGS. 


to the 1958 NALU CONVENTION 


you a most successful annual meeting. 





BRANCH OFFICE AND GENERAL AGENCY OPPORTUNITIES 


We salute your fine record and wish for | 
IN SOUTHEASTERN AND SOUTHWESTERN UNITED STATES | 


tia. 








Write in c 
CARTER J. LYNCH, JR. 
AGENCY VICE PRESIDENT 
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aid, “That’s real mountain-top liv- 
” 


"Higher quality prospects are 
found in the executive field of busi- 
ss, with ideas born of section 
it I need!” 101(b) relating to employe death 
lave some g benefits; salary savings for infor- 
reed! In tit mal employe retirement plans; key 
ne—we hag man insurance; deferred compen- 
urface, pe? stock retirement or stock 
redemption to pay death taxes as 
. {permitted under section 303—all of 
se OUT sight these provide interesting approach- 
higher qu 

he same ta . 
ward higher 
ues and mop 
Ve have {ei 





1 sent me 






>chniques 


"Higher quality prospects are 
found in professional fields—doc- 
tors, lawyers, accountants, etc. 
Here we become estate planners in 
Tes and sta the highest sense, because our pros- 
Ow aspire ti pects are interested not just in 
O-speak, witf hyilding an estate but in conserv- 
In speci ing it. Tax-wise our product is 
‘without equal, and in administra- 


AW, wills anf tive costs in a class by itself. 
estate plan 





ing we ca Simplicity Of Sale 
eeds of acht . ss ; 
interested ig A recent sale, if I may give this 


personal experience, will illustrate 
in some measure the simplicity of 
making such a sale when the idea 
issound, and when it solves a prob- 
lem the very best way possible. 

| My prospect was a very success- 
ly prepare iy) doctor, age 35, with a wife 32, 
regular co and four children. I knew him cas- 
offered an ually, but in order to have a more 
‘dour prod favorable interview, I had asked a 
tent that Wd satisfied client to add a word of 
sted in th recommendation before I called. 


interested j 
oblems, an 


1 sound, sin 
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if he lived, I had come to suggest 
that he would find tremendous 
satisfaction and peace of mind if 
he could bring this estate into ex- 
istence now, at “the front side of 
his life.” 

I suggested that his family’s 
minimum income requirements as 
needed to get the children grown 
and through college, plus a lesser 
amount of income to his wife there- 
after for life, was within his reach 
—and with $1,000 of tax-free in- 
come for his wife made possible by 
proper arrangement of the insur- 
ance proceeds. This is where he 
stopped me. 

“Do you mean there is such a 
thing as tax-free income?” he 
asked. These are magic words, es- 
pecially when talking to a doctor. 

He then told me he had just 
made a new will, creating a tes- 
tamentary trust; he didn’t want his 
wife to have too much money at 
one time and he wanted flexibility 
of income for the children’s edu- 
cational requirements. So he had 
decided to let a trustee handle ev- 
erything. 

I then said, “I assume you have 
checked your present insurance to 
make sure all policies conform to 
your will, and funds will thus be 
available to the trustee.” 

Well, he wasn’t sure, but he 
thought they were all payable to 
his estate. I offered to check his 
policies, and he readily agreed. 


























sent, We §{The idea, as presented, was that in You've guessed right. Three out 
i Mm Ol view of the wonderful potential he of the four, representing about 
Our CoM had for accumulating a large estate $45,000, were wrong. 
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deas clei 

, to discuss : 

’s atten 

tant. a . 

men ag Beaty 

ed his con-) One of the Nation’s Strongest 
> reached a By Any Standard of Comparison 
e challeng 

< ahead full 

: = pe OPPORTUNITY—For men, now active, under age 
oa give 3 45 as General Agents with liberal and at- 

e a Pa tractive General Agents Contracts, or Re- 

R&R, onet gional Supervisors with salary, commissions, 





Ore., Utah, Wash. 


















LIFE, ACCIDENT AND HEALTH, 


expenses, incentive bonuses. 


TERRITORY—Ariz., Ark., Colo., N. Dak., S$. Dak., Hawaii, 
j lll., Ind., la., Kans., La., Minn., Mo., Neb., Okla., 


| if interested as a broker, general agent, or 
supervisor, write to Wylie Craig or 
Bennett Taylor, Vice Presidents. 


ph Sie FIDELITY 
Y VLIlPChMCE 


W. RALPH JONES Arwscconé 
Bansas City 6, MISSOURI 


HOSPITALIZATION, GROUP 







When, on the second interview, 
I made my report, I had for his 
consideration my recommendation 
for creating the suggested insur- 
ance estate that would provide for 
his wife $300 per month until she 
was age 62 (30 years) and after 
that $133.20 per month guaran- 
teed for life—an estate at the front 
side of his life of $139,968. 


Outside Of Will 


I explained that this part of his 
estate would pass outside of his 
will, but with the benefit of the 
$1,000 tax-free interest exclusion. 
The cost of this guaranteed estate 
would be about $100 per month, 
but over the period of years the 
cost was really savings, because at 
retirement there would be enough 
money, including dividends, to give 
him around $100 per month for 
life ; $100 per month is equal to 3% 
interest on $40,000 and has certain 
income tax advantages under the 
annuity option. 


49 





The sale was made; $30,000 
ba life with family income to 
65. 

I delivered the policy along with 
his other policies on which bene- 
ficiary changes had been made so 
that the funds now would be avail- 
able to the trustee under the terms 
of his will. I had, of course, dis- 
cussed these changes with his at- 
torney, had read his will, and had 
also discussed the changes with the 
trust officer. 


Trust Officer Briefed 


Further, I had fully explained to 
the trust officer my reasoning in 
suggesting that the new insurance 
pass to his wife outside of the will, 
the income tax advantage due to 
the $1,000 tax-free income, the ab- 
sence of administration cost, plus 
the fact that the income represent- 
ed minimum family requirements. 
I felt these advantages justified the 
arrangement. 

I was proud of this estate plan 















































You get 


Lafayette 


LAFAYETTE, INDIANA 








Lafayette Life 


in a general agency contract that provides: 


To commissions ... lifetime renewals... no collection 
penalties (death, retirement, or termination)... and a generous 
pension plan. You'll be happy... and stay happy... with 
Lafayette’s sound, fair, easy-to-understand contract; with 
Lafayette’s active, friendly support through modern sales 
tools, progressive merchandising methods, interim financ- 
ing, and a liberal, realistic compensation plan. Get. the 
benefits of a “no penalties” contract. Join Lafayette now. 
Write in confidence to M. V. Goken, Director of Agencies... 


LIFE INSURANCE COMPANY 














of renewals with 








Inquiries invited from Indiana, Ohio, Illinois, Michigan, Iowa, 
Nebraska, Missouri, Pennsyloania, Wisconsin, Kentucky, Virginia, Texas, 
Tennessee, Colorado, Wyoming, New Jersey, Florida, West Virginia, 
Maryland, District of Columbia, Minnesota and adjacent states. 
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FOR HORIZONS UNLIMITED 


Join The Company 


With Prospects Unlimited 


Opportunities For Successful Producers 








For Additional Information 


WRITE TO... 


James J. O’Brien 


Director of Ordinary Sales 


THE UNION LABOR LIFE INSURANCE COMPANY 


200 East 7Oth St., New York 21, N. Y. 














bhbbbbbbbbbbbbbbbbbbbbbbbdbbbbbbbbbbbbbbbbhbbbbbbbbbbbDDD DDD nan nnn nnn san nnn nnn san nnn nnn 





bo bbbbbbdbdbdbhbbbbbbbbbbbarsrsarrrrcrnsrrice 


babbabbbbbbbbbbbbbbbbbbbaabban 


Db bbhbbbbbdbddbn 00nd 


TEEPE PEPE OPEV OPEPEEFFPPPP PPP PPPPPPPPPPPPPPPPPrPPPPPPP 


AMAA hhh shh dh ssssssshids 





GREETINGS 


BEST WISHES 


N. A. L. U. 


NORTH AMERICAN | LIFE 


Soieisiaiaias Company OF CHICAGO 
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that I had a part in shaping. I was 
proud when he shared with me 
other dreams for the future. He 
was planning to build a new home, 
which is now finished. I just cov- 
ered the mortgage with $25,000 of 
whole life insurance. We are 
friends and I hope I shall ever de- 
serve his confidence. 

This is a business where we may 
dream big dreams—and_ watch 
them come true. 

Recently, I was in an office 
where I saw a small picture on a 
wall. It was a beautiful thing—a 
quiet lake, with trees around, and 
a cottage on a hill just above, re- 
flecting itself in the water. And I 
asked, “Is that your enchanting 
spot?” 

“Oh, that,” he said, “is our dream 
house. We are moving in tomor- 
row. That picture has been our in- 
spiration for 20 years. My wife and 
I would be here late at night and 
tired—and we would look up at 
our dream house and say “One day 
we will move in!’ We have just 
had the little picture blown up into 
a big one to hang over the fire- 
place. Come out and see for your- 
self!” 

I drove out there the very next 
day and, sure enough, there it was, 
just like the one on the wall. 

With my higher quality pros- 
pects I must try to dream big 
dreams and not be satisfied with 
just a sale. For the kind of job I 
do may well be my dream house on 
the hill, reflecting back into the 
water the work of my hands. May 
it reflect also my true purposes of 
life, and may there be a kind of 
peace and contentment there in its 
quiet depths, the kind of peace and 
contentment that comes from a job 
well done. 


Massachusetts Mutual Dinner 

Hosts for the Massachusetts Mu- 
tual dinner Thursday night at the 
Statler-Hilton hotel are Charles H. 
Schaaff, executive vice-president ; 
Kenneth W. Perry, vice-president, 
and Robert J. Ardison, director of 
public relations and sales promo- 
tion. 

Also, J. Walter Reardon, asso- 
ciate director of sales promotion; 
William J. Clark, superintendent of. 
agencies, and S. Alberta Stutsman, 
assistant advertising manager. 


Hosts For Life Of Virginia 

Life of Virginia’s dinner Thurs- 
day night at the Town and Coun- 
try restaurant has as hosts George 
F. Albright, agency vice-president ; 
Albert M. Orgain III and Attis E. 
Crowe, 2nd vice-presidents, and 
Raymond M. Fox, regional direc- 
tor of agencies. 


Equitable Of lowa Hosts 
Charles H. Everett, superinten- 
dent of agencies, and Henry S. Ja- 
cobs, superintendent of agency ad- 
ministration, are hosts at the Equi- 
table of Iowa company dinner 
Thursday night at the Baker hotel. 


On Hand From Manhattan Life 
Home office representatives of 


1st Day 





Ist 





Manhattan Life at the conventiq 
are Thomas E. Lovejoy Jr., preg 
dent ; Frederick W. Lohnm, diregt 
of agencies; Harry Levey, supe. 
intendent of agencies, western gifas 
vision, and Harry J. Nelson, Superg ect 
intendent of agencies, midwestengthe 
division. ica’ 

Also, George A. O’Dowd, Super} dat 
intendent of agencies, north ¢¢ 
tral division; Anthony V. Rumoh 
and A. W. Newman, assistant g 
perintendents of agencies. 
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| CONVEntig, 
y Jr, pres 
hm, direct, 
vey, 
west fast of the NALU and GAMC ex- 
Ison, supegecutive committees, followed by 
midwestenfthe breakfast meeting of the Amer- 
ican Society of CLU new candi- 
iowd, Super date committee. 

north ce, Later in the morning the GAMC 
V. Rumofboard of directors opened their 
Ssistant gf meeting. 
eS. Sunday afternoon was the “Sell- 
arama” of the Women Leaders 
Round Table. Margaret Vogelsang, 
Connecticut Mutual Life, Manito- 
woc, Wis., made the introductory 
talk as chairman of the WLRT. 
Speakers were Mrs. Hazel Scho- 
field, Equitable Society, Macon, 
Georgia; Mrs. Ray K. Bergman, 
Equitable Society, Houston; 
Louise Hall, Fidelity Union Life, 
re Irving, Tex.; Mrs. Amelia F. 
“Reichert, New York Life, New 
}York City, who summarized the 
proceedings; and Suzanne Audet, 
Prudential of England, Quebec, 
moderator. 

The NALU board resumed its 
meetings Sunday afternoon. 

Later in the day there was a re- 
ception and tea for all convention 
guests, sponsored by the Dallas 
} Assn. of Life Underwriters. 
| That evening the Women Lead- 

Hers Round Table held its business 
oi meeting. 

} Monday the convention was of- 
‘Micially launched at a continental 
j “Fbreakfast. At 9:30 there began the 
ANALU committee meetings, which 
continued through the day. 
‘| American Society of CLU direc- 
{tors held an all day session. 
- | The NALU women underwriters 
“committee sponsored a luncheon 
for all those attending the conven- 
‘tion. The speaker was Miss Billye 
5 Russell, Houston attorney and 
lds ‘jpresident of Pilot Club Interna- 
tional. 
ss! | 


ge 




























GAMC Has Session 


That afternoon the GAMC man- 
mejagement program dealt with “The 

Road to Excellence.” Speakers 
were Frank P. Crum, manager 
))New York Life, Detroit, David G. 
“|Hunting, general agent Massachu- 
setts Mutual, Philadelphia, and 
Frank DeStefano, district manager 
HMetropolitan Life, New Haven. 
The afternoon concluded with 
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More Building News Given To Trustees 


(CONTINUED FROM PAGE 2) 


the WLRT reception, followed by 
the WLRT dinner, at which 
Charles J. Zimmerman, president 
of Connecticut Mutual Life was the 
speaker. 

That evening the GAMC busi- 
ness session took place, during 
which there was a presentation, 
“Management Looks at the Million 
Dollar Round Table Survey.” This 
was presented by William T. Earls, 
general agent Mutual Benefit Life, 
Cincinnati, chairman of the MDRT 
public relations committee, Francis 
L. Merritt, director of training of 
Mutual Benefit Life, and Robert 
L. Kahn, director of the research 
center at the University of Michi- 
gan. This presentation covered two 
projects reported on at the recent 
MDRT annual meeting by Messrs, 
Merritt and Kahn on what makes 
an agent a million dollar producer. 

The NALU board of trustees 
held an evening meeting. 


‘Chuck Wagon’ Breakfast 


Tuesday started off with a 
“chuck wagon” breakfast for local 
and state membership chairmen. 


There was also a “drop in” break- 
fast sponsored by the women 
underwriters committee. 


The first meeting of the national 
council started at 9 a.m. and con- 
tinued through the day with a 
break for lunch. 

The GAMC luncheon had as its 
speaker Frank O. H. Williams, 
vice-president of Connecticut Gen- 
eral Life. 

The American College trustees 
met in the afternoon. 

Later in the afternoon there was 
a reception given by Life Under- 
writer Training Council for ex- 
ecutive secretaries, followed by the 
NALU dinner for the secretaries. 

There was also a dinner for the 
American College trustees. 


Social Security Forum 


That evening the agents forum 
was devoted to social security and 
the direction it appears to be tak- 
ing. Speakers were Hugh F. Mc- 
Kenna, assistant director of the 
Federal Bureau of Old-Age and 
Survivors Insurance and_ Karl 
Schlotterbeck, director of the eco- 
nomics security program of the 



















«| J. Hicks Bald- 
win, New Eng- 


ington, D. C., 
he retiring 
reasurer 
NALJU, trans- 
ers part of the 
} Ssociation’s liq- 
Wid assets to the 
mcoming treas- 
swrer, Trustee 

pouis J. Gray- 
mn, Travelers, 
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William S&S. 
Hendley Jr., Mu- 
tual of New 
York, Columbia, 
S.C.,.snapped 
at the Dallas 
NALU meeting 
with Paul Mur- 
phy, Baltimore 
Life, Baltimore, 
national commit- 
teeman of the 
Maryland associ- 
ation, whose 
“Back Zack” 
button is the 
campaign slogan 
of the man on the 


right, John Zacharias Schneider, Connecticut General, Baltimore, 
chairman of the federal law and legislation committee, who is a trustee 


candidate. 





U. S. Chamber of Commerce. Har- 
ry K. Gutmann, Mutual of New 
York, New York City, chairman 
of the agents’ committee, was mod- 
erator. 

The NALU board of trustees 
held an evening meeting. 

There were several breakfast ses- 
sions Wednesday—the American 
Society of CLU “coffee corral,” the 
NALU past presidents breakfast, 
the American Society of CLU 
breakfast and meeting, at which 
the speaker was Dr. S. S. Huebner, 
professor emeritus of insurance at 
University of Pennsylvania, the 
California association breakfast and 
the Alabama association breakfast, 





and the women underwriters com- 
mittee “drop in” breakfast. 

The first general convention ses- 
sion had as featured speakers Pres- 
ident Albert C. Adams of NALU 
President James F. Oates Jr. of 
Equitable Society, Vice-admiral 
John H. Sides, director of the 
weapons evaluation section in the 
Defense Department, and Julian 
S. Myrick, retired vice-president of 
Mutual Life and chairman of 
American College, who acted as 
moderator. 

Events of Wednesday afternoon 
and Thursday morning will be re- 
ported in the second convention 
daily, to be distributed at the close 





Schriver Traces NALU 68-Year Growth 


(CONTINUED FROM PAGE 1) 


the proceedings of every conven- 
tion since the very first one held 
in Boston, June 18 and 19, 1890. 

As Elizur Wright is the father 
of legal reserve life insurance, so 
is Col. C. M. Ransom, the editor 
and publisher of the Standard, an 
insurance publication in Boston, 
the father of NALU. It was in the 
Standard office that the Boston as- 
sociation was organized in 1883, 
and it should be celebrating its 
7th birthday this year. Immedi- 
ately following the organization of 
the Boston association, Col. Ran- 
som began to. urge the organiza- 
tion of the life insurance agents of 
America “for the purpose of bring- 
ing life insurance men together and 
to unite them by social bonds, and 
with one swoop to destroy forever 
the alienations which have sepa- 
rated them, and that they might 
join to aid one another and clasp 
hands in mutual respect and mu- 
tual effort, and eliminate the rule 
of discord and contention which 
threatens the very existence of 
life insurance.” 

In 1890 representatives of 17 lo- 
cal associations met in the Parker 
House in Boston and organized the 
National Assn. of Life Underwrit- 
ers. George N. Carpenter was 
elected president and Col. Ransom 
was elected an honorary member. 

Since that day a long procession 
of stalwart men have given hercu- 
lean leadership to the basic ideals 
which our founding fathers forged 





out during those two historic June 
days 68 years ago. Today we try 
to follow in their train. Whether 
or not we are worthy successors 
of these pioneers will be for the 
historians to determine. They will 
have the perspective of time and 
distance by which to appraise our 
work as well as theirs. 

It is interesting to note that the 
problems of the founders were not 
essentially different from the prob- 
lems with which we have to deal. 
The difference more a matter 
of emphasis than of basic princi- 
ples. 


is 





Two recent past presidents at the 
NALU annual meeting in Dallas; 
Robert Gilmore Jr., left, Mutual 
Benefit Life, director of market re- 
search, and David B. Fluegelman, 
general agent in New York City for 
Connecticut Mutual. 
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